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The greatest town on earth 


hee afraid I didn’t feel that way about 
my home town the night I left it years 
ago. I’m afraid I couldn’t wait to get out! 

The Free Academy’s hockey star and de- 
bating capain was obviously meant for Big- 
ger Things. And once you’re headed in 
that direction there’s nothing much anybody 
can do about it! 

Why I can still hear old No. 1 whistling 
in the edges of the town and see the tears 
in my mother’s eyes. I can see a boy sitting 
up all night in the smoker—with the men 

. . feeling a hundred times to be sure that 
his little purse was safe . . . riding the sing- 
ing rails out of youth into youth’s dream... 

And you know, the wonderful part of it 
is: while you won’t hear my name in Wash- 
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ington or find it in Who’s Who, when I go 
home to visit, the folks give me the greatest 
welcome in the world. It’s something in 
their eyes that seems to say: Look at Jim. 
He’s from this town. He’s done the old 
place proud! 

Well, I hope so. At least, I’ve got a 
good job and all the things that are impor- 
tant in life protected and secured by a 
Northwestern Mutual life insurance pro- 
gram. The old town won’t have to apolo- 
gize for me or any member of my family. 
The kids’ll go to college whether I’m 
around or not and no mortgage’ll ever cast 
a shadow over Mary’s future. 

As for me — well, I want to go back! 
Back to my home town when it’s time to 
quit, and every month I’m going to walk 


down to the post office, takin’ my time, grin- | 

ning like the cat that swallowed the canary 
. and pick up my Northwestern Mutual 

retirement check like I owned the place! 


WHY NORTHWESTERN MUTUAL? 


The difference between life insurance’ 
companies is of vital importance when plan- 
ning or buying the kind of independence) 
that only life insurance brings. Do these two! 
things: (1) see a Northwestern Mutual, 
agent and let him tell you what that dif- 
ference means to you; and (2) talk with’ 
any of our policyholders, for they alone are” 
in the best position to tell you why no com-) 
pany excels Northwestern Mutual in that! 
happiest of all business relationships — oldg 
customers coming back for more. 


full-page advertisementsyto be published in the Saturday Evening Post this year. 
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Perry Chairman, 
iMaclean President 
of Mass. Mutual 


New Chief Executive 
Has Been with 


Company Since 1916 


Bertrand J. Perry, who for the past 
nine years has served as-president of 
Massachusetts Mutual, Wednesday was 
elected chairman. In addition, he will 
also act as chairman of the finance com- 
mittee, the agency committee, and the 
committee on claims. He will be suc- 
ceeded as president by Alexander T. 








B. J. PERRY 


Maclean, who has held the office of 
vice-president since 1936. 

Mr. Perry began his career 
Massachusetts Mutual in 1897, as a 
clerk in the actuarial department. He 
worked in the premium department 
from 1902 until 1912 when he became 
chief clerk and office manager of the 
home office. He was assistant secretary 
from 1915 until 1926 when he was 
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"44 Statements Contain 
Highly Satisfying Refrain 


The 1944 annual statement story for 
just about every life insurance company 
could be stereotyped and the appropri- 

ate amounts and percentages for each 
company inserted. Large and small and 
medium sized, young and old and mid- 
dle age, nationally operating and sec- 
tional, a common and highly satisfying 
refrain ts found in all the annual reports 
that are now being announced. 

New business was at near record 
levels and the 1943 performance was 
well outdistanced. Insurance in force 
gains both in amount and in relation 
to new business are unprecedented. The 
ratio of lapses and surrenders is a per- 
centage that sounds like the interest 
yield, or lower. That ratio continued 
its downward trend and reached a new 
low point in 1944. The interest yield 
incidentally was just shy of the 1943 re- 
sult by an eyelash. 

In respect of mortality, the stereotype 
would not serve, because in some com- 
panies there is some improvement, in 
others there is an increase and there 
seems to be considerable variation in 
the record as to war deaths although, 
of course, in all companies they have 
become an important although not in 
any sense an alarming factor. Over all 
it appears that the mortality will be not 
significantly higher than in 1943. 

The average size of new policies con- 
tinues to increase at a good rate. All 
the companies increased their holdings 
of government bonds and these securi- 
ties, it was estimated by James A. Ful- 
ton, president of Home Life of New 
York, at the annual meeting of the Life 
Insurance Association of America now 
comprise about 40% of life company 
assets. 

The companies, with fewer agents 
wrote more business and the average 
earnings of field men were at unheard 
of levels. Although pointing with satis- 
faction to their results the company 
managements are modest in giving their 
reports, recognizing that it was largely 
war time prosperity that set them foot- 
ing at such a splendid clip. 
COLUMBUS MUTUAL LIFE 

Columbus Mutual Life reports a 1944 
gain of insurance in force from $161,137,- 
360 to $170,586,951; a gain in assets from 
$47,902,534 to $52,366,456; a gain in 
surplus from $4,105,193 to $4,611,429. 
Each of those 1944 gains was greater 
than the increase in 1943 over 1942. 

The average rate of interest earned 
last year on mean invested assets was 
3.69, a fraction of 1% less than in 1943, 
due in large part to increasing U. Sy: 
bonds owned from a total of $14,310,359 
to $21,835,000. The latter now comprise 
42% of assets. 

Income from all sources was $9,376,- 
492, an increase of $230,502. The aver- 
age yield on bonds was 2.9%; on mort- 
gages 4.9% 

Real estate holdings decreased $585,- 
100; the average net yield on mean in- 
vestment in real estate was 4.3%. 

Mortality experience continued favor- 
able. Since the beginning of the war 
the company has paid 123 war death 
claims for $303,397. In 1944 the com- 
pany adopted a policy of setting aside a 
special reserve for possible war mortal- 
ity not promptly reported. 

Although the company had fewer 
agents in 1944 than in 1943, the volume 


of new insurance placed—$14,038,947— 
was 11% greater. 


CONNECTICUT MUTUAL 


The annual report of Conneticut Mu- 
tual Life shows substantial gains. 

Total income was $83,630,849 which is 
52% higher than for the previous year: 


In 1944 there was paid to beneficiaries 
$15,430,646; to policyholders exclusive 
of dividends $12,527,789; dividends 
$5,734,335; taxes, $1,807,957; operating 
expenses $7,262,532. 

Earnings were $13,740,250. Of this 
amount there was added to surplus 
$3,115,338. 

The company issued 22,961 policies of 
life insurance, for a total of $108,374,318. 
This exceeded the writings of 1943 by 
5.6% and was the best year since 1930. 
The average policy written was for 
$4,720. Insurance fin force was $1,295,- 
559,265, the gain of $69,723,333 being the 
largest since 1929. Insurance protection 
reduced or terminated for nonpayment 
of premium was 1.8% of the amount in 
force at the beginning of the year, the 
lowest rate in history. 

Assets increased $44,357,832, reaching 
$542,427,700. 

The net rate earned on investments 
was 3.58. 


FEDERAL LIFE 


Federal Life assets now total $22,809,- 
880, increase $1,573,000. Government 
bond holdings increased over $2,500,000. 
Surplus to policyholders is $2,442,511, 
increase $421,865. Surplus represents 
10.7% of assets. 

Premium income on life and accident 
and health business was $4,070,155 and 
total income $5,319,171. 

With more than 50% of the re- 
sources invested in bonds, not a single 
bond was in default, either as to prin- 
cipal ‘or interest. Excluding home of- 
fice property and real estate sold on 
contract, real estate owned was $377,842, 
or but 1.7% of assets. 

Any profits realized on the sale of 
real estate are not included in surplus 
until sufficient has been paid on the 
sale to warrant the company in giving 
a deed to the purchasers. As of De- 
cember 31, 1944, the potential profits 
to be realized in the future in con- 
nection with outstanding sales contracts 
of real estate was $178,000. 

Of the total claims incurred under life 
policies, approximately 6% were on 
policyholders in the armed forces. 

Life insurance in force was $94,472,- 
400. 

Accident and health premium income 
was $1,686,219. 

FRANKLIN LIFE 

Assets, of Franklin Life at the year 
end totaled $65,562,000, an increase of 
$7,327,000. Policyholders surplus is 
$5,014,000, an increase of $889,479. Of 


the invested assets 37.6% are in federal 
guaranteed securities. Policy reserves 
total $57,274,599. 


Insurance in forct is $271,776,000, in- 
crease $24,270,000. Compensation paid 
to agents was $1,518,000 or an increase 
of $371,000. Total income was $13,756,000. 


GENERAL AMERICAN LIFE 


Net earnings of General American 
Life amounted to $2,666,625 in 1944, 
as compared to $2,405,804 in 1943. From 
the 1944 earnings the directors appropri- 
ated $283,380 to retire an additional 4,- 
723 shares of stock under its program 
of mutualization. A total of 81.2% of 
the original outstanding stock has now 
been retired. 

Funds used for stock retirement are 
limited to surplus earnings and profits 
which, had the mutualization plan not 
been adopted, would ordinarily have 
been available for dividends to stock- 
holders. Policyholders now elect the 
majority of the board. 

Net average yields on mean ledger 
assets was 4.25 due largely to the 
fine return realized in the real estate 
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Good Auguries 
for New Federal 
Compromise Bill 


Senate Judiciary Group 
Reports Favorably—O’Ma- 
honey Hints Acceptance 


WASHINGTON — The McCarran- 
Ferguson bill, represefiting compromise 
and agreement of state insurance com- 
missioners and practically all branches 
of the insurance industry, was ordered 
favorably reported by the Senate judici- 
ary committee Monday afternoon. 

Senator Revercomb, West Virginia, 
made the motion to report, which was, 
put by Chairman McCarran and carried. 

There was no roll call, but the vote 
was understood to be unanimous. 

McCarran said no other motion was 
made; that the O’Mahoney bill was not 


voted on. 
“O’Mahoney is for this bill,” 


No Objection Heard 


There was some discussion of insur- 
ance legislation ‘after the committee 
vote, but no objection, it was said. 

The only change made by the com- 
mittee in the bill was to insert the 
words. “agreement or’ before “act of 
boycott, coercion or intimidation” in 
section 4-B. This would render the 
Sherman anti-trust act not inapplicable 
to such.agreements or acts. 

That Attorney General Biddle will 
“oo along” on the McCarran- Ferguson 
compromise apreement measure was in- 
dicated by administration Senators, al- 
though McCarran had previously said 
that Biddle was opposed to it. 


he said. 


O’Mahoney Gives Way 


While certain insurance interests ob- 
jected to section 4-B of the O’Mahoney 
bill, providing for advance state ap- 
proval of rates, agreements, etc., O’Ma- 
honey took the view that that section 
was in the interest of the insurance in- 
dustry. If the industry did not want 
the section, O’Mahoney indicated that 
would be satisfactory to him. 

Administration Senators were said to 
be so pleased with the progress made 
in the industry, as represented by the 
compromise bill, with the general rec- 
ognition of the necessity for legislation, 
and the spirit of give and take said to 


have been manifested all around, that 
they were not disposed to press the 
O'Mahoney bill. 
Report Filed Wednesday 

McCarran filed with the Senate 
Wednesday the committee report rec- 


ommending S.340 before he left for the 
west to be absent two or three weeks. 

At the suggestion of O’Mahoney, the 
judiciary committee agreed there should 
be set up a regular standing sub-com- 
mittee on insurance. Industry represen- 
tatives believed this indicated that more 
insurance legislation may be contem- 
plated following S.340. 

Since O’Mahoney made the sugges- 
tion, if the usual Senate procedure is fol- 
lowed, he would become subcommittee 
chairman. 

McCarran’s absence indicated possible 
delay in getting action on the bill, as 
customarily a member reporting a bill 
handles it on the floor. 

If this is the way things work out in- 
dustry representatives will be disap- 
pointed, because they had been hoping 

(CONTINUED ON PAGE 12) 
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N.Y. Managers Elect; 
Are Told G. A.'s Must 
Pay City Excise Tax 


Foley President, 
Johannsen Vice-President, 
Fraser Secretary-Treasurer 


NEW YORK—Election of officers 
and discussion of a newly-discovered ex- 
cise tax liability were the main features 
of the annual luncheon of the New York 
City Life Managers Association. Tim- 
othy W. Foley, State Mutual, was 
elected president, Alfred J. Johannsen, 
Northwestern Mutual, vice-president, 





T. W. 


FOLEY 


and John M. Fraser, Connecticut Mu- 
tual, secretary-treasurer. 

Until the city taxing authorities began 
their recent attempts at collection, life 
insurance men have been unaware that 
they were liable for the New York City 
excise tax of one-twentieth of 1% on 
their gross receipts, these being defined 
as the entire commissions received as 
compensation by general agents for 
their own efforts on policies sold by 
them directly and the overriding com- 
missions received by them on business 
produced by brokers or agents. No de- 
duction may be made for salaries or 
commissions paid to solicitors or em- 
ployes. 


Had Been Held Exempt 


It was generally supposed that this 
tax had been disposed of some years 
ago, Harry Gardiner, John Hancock, 
said in his report as chairman of the 
committee appointed to look into the 
liability for this tax. Back in 1933 and 
1934 all general agents in New York 
City filed a return of excise tax on gross 
receipts under a law passed permitting 
.the city of New York to raise revenue 
for unemployment relief in this fashion. 
However, the taxes paid for these two 
years were later refunded following a 
hearing before Deputy Comptroller Mil- 
ton Solomon, who decided that commis- 
sions received by a general agent of a 
life company constituted non-taxable re- 
ceipts. 

What has not been realized is that 
the law was amended in 1938 and article 
240 of the regulations issued by the city 
bureau of excise taxes specifies liability 
for general agents’ personal and over- 
riding commissions. Mr. Gardiner 
pointed out that general agents are not 
only subjct to the tax for the years 
1938 to 1944 inclusive but also to an in- 


Group Annuity Plan 
for Ford Employes 


Equitable Society Under- 
writes Program for Those 
Getting Above $3000 


A group retirement annuity plan has 
become effective in the Ford Motor Co. 
Almost 99% of the eligible employes 
have subscribed to the plan. 

This is one of the largest group an- 
nuity plans and is underwritten by the 
Equitable Society. Ford was represented 
by Marsh & McLennan, Detroit office. 

Eligible to enter the plan are all Ford 
salaried employes who have been with 
the company for five years, have not at- 
tained their 65th birthday, and whose 
basic annual salaries exceed $3,000. For 
these, there will be provided a monthly 
retirement income equal to 14% of 
monthly salary in excess of $250 for 
each year of service after Dec. 30, 1944. 
Toward this income employes will con- 
tribute 5% of the excess salary. 

Salaried employes in service more 
than five years before that date will re- 
ceive in addition a monthly annuity 
amounting to 3% of 1% of that portion 
of monthly salary as of Dec. 30 that ex- 
ceeded $250, multiplied by the number 
of years of service prior to the date (ex- 
cluding the first five years). Such an- 
nuities will be paid for entirely by the 
company. A minimum annuity of $20 a 
month, combining future and past serv- 
ice, in addition to social security bene- 
fits, is guaranteed. 

The normal retirement date is the first 
of the month following the 65th birth- 
day, but employes may retire begin- 
ning at age 55 and receive a reduced 
annuity. Upon the death of an employe 
his contributions, with accumulated in- 
terest, less any income received, will be 
returned to his beneficiary. : 

If an employe withdraws from service 
before retirement, he has the option of 
leaving his contribution with Equitable 
and receiving at retirement date the 
total annuity bought by his own and the 
company contributions unless this is less 
than $40 per year, or he may receive 1n 
cash at withdrawal his own contribu- 
tions with interest in lieu of any annuity. 








terest charge of 1% per month and a 
penalty of 5% of the amount of tax. — 

Mr. Gardiner said he had been in- 
formed that not only general agents but 
soliciting agents who have claimed ex- 
emption from the tax have been unsuc- 
cessful and have had to pay the tax, ap- 
parently on the basis of being indepen- 
dent contractors. He said he had also 
been advised that salaried agency men 
are not subject to this tax although it 
was his opinion that if these men earned 
$10,000 or more in commissions they 
would be subject to the tax. 

As to the best course to pursue, Mr. 
Gardiner said that unless there are legal 
grounds for contesting the payment of 
these taxes it was his recommendation 
that “we all file our returns in order to 
save further interest and penalties.” He 
pointed out also that failure to file a re- 
turn as required by law might mean 
being guilty of a misdemeanor, punish- 
ment for which may be a fine of not 
more than $1,000, imprisonment for not 
more than a year, or both. 


Can Waive Penalties 


The tax bureau’s regulations provide 
that where the authorities are satis- 
fied that failure to pay the taxes is ex- 
cusable the penalty may be waived and 
the interest charge of 1% a month re- 
duced to 6% a year. . 

Pasquale Quarto, Gardiner agency o 
John Hancock, made an urgent appeal 
to members of the association to coop- 
erate in setting up a “duration donation” 
basis for seeing that the Red Cross 
blood donor center is supplied with a 
continuous and assured supply of donors 
from agencies. 


New Business 
Per Agent in ‘44 
Double the ‘34 Rate 


During war years the trend in produc- 
tion of ordinary life insurance has been 
up although the number of agents under 
contract has decreased according to 
“Census of Agents,” recently-released 
publication of the Sales Research Bu- 
reau. 

New business produced per ordinary 
agent last year was almost double, using 
1934 as a base year, whereas during the 
same 10-year period the number of or- 
dinary contracts in force has decreased 
by more than one third since that year. 

Taking 1939 as 100%, full-time or- 
dinary contracts had decreased by 1944 
to 67% and part-time contracts to 79%. 
The only increase in contracts in force 
came in those to brokers which increased 
to 120% of the 1939 figure. 

For every 100 active contracts, ordi- 
nary companies are holding 27 in sus- 
pense because of men leaving for the 
armed forces and war industry. For 
every 100 active contracts with agents 
selling both ordinary and weekly pre- 
mium business, companies are holding 
15 in suspense because of men in the 
armed forces only. 

Of ordinary agents under contract 
8% are women; 11% of weekly pre- 
mium agents are women. 

Termination rates of ordinary con- 
tracts are at the lowest point since the 
bureau began studying this subject in 
1936—being exactly 50% less than in 
that year. 

The termination rates of agency heads 
have remained fairly stable during the 
past five years. 





Asks Release of 
10% of Employes 
by March 15 


Employers in unclassified businesses, 
those not listed as critical or essential, 
in Illinois, Indiana and Wisconsin have 
been asked by the War Manpower 
Commission to reduce the total number 
of employes 10%, as compared with the 
last pay period in March, 1944. The 
order, a directive of the War Man- 
power Commission and not a law, is 
being applied in critical labor shortage 
areas over the country. Employers of 
10 or more persons are affected. They 
must reduce the number of employes 
5% by Feb. 15 and 5% by March 15, 
making a total of 10%. The order is not 
to be confused with a national service 
act, which has not been passed. 


Males, if Possible 


Workers released are all to be male 
employes if, in the judgment of the 
WMC aarea director, this is possible. 
The employer is to supply each worker 
released and furnish WMC a written 
statement guaranteeing seniority and re- 
employment rights. 

Statements of availability will be 
tightened and hereafter U. S. Employ- 
ment Service will be the sole issuing 
agent for statements of availability and 
referral cards whereas _ previously 
agencies had referral authority. 


No Individual Orders 


Apparently individual orders are not 
to be issued, but employers are asked 
to wait until the area WMC director 
issues instructions. 

Guy Fergason of Fergason Personnel, 
Chicago, points out that no machinery 
has been provided for an appeal, in case 
an employer feels that he is unable to 
comply. : 

Apparently much is hoped from vol- 
untary compliance with the directive, 
and this may achieve the purposes with- 
out the necessity of rigid enforcement. 

Many insurance offices had already 
had ‘their staffs reduced drastically by 





Social Security 
Expansion Plans 
Reviewed by Board 


Soft-pedals Socialized 
Medicine in Plea 
for Health Cover 


WASHINGTON—Extension of 50. 
cial security old-age and survivors’ coy- 
erage to some 20 to 25 million addi. 
tional employes and self-employed per- 
sons is among outstanding changes in 
the social security law recommended by 
the Social Security Board in its annual 
report. The board also takes the posi- 
tion that “inadequate coverage consti- 
tutes the major defect” of social secur- 
ity and that the benefit should be re 
vised to assure higher benefits for low 
paid workers. 

Stressing the recommendation that a 
system of disability and sickness insur- 
ance be set up, the board points out 
that an average of 7 million persons in 
this country are sick or disabled on an 
average day, that the annual wage loss 
from these causes is from $3 to $4 bil- 
lion, and the annual loss in working 
power runs between 1% and 3% mil 
lion man years. 


Loss of Earnings Cited 


“In its effect on family security, per- 
manent disability is like old age, except 
that it involves additional medical costs 
and often comes unexpectedly, at a 
time when a worker’s family responsi- 
bilities are greatest and when he has 
had little opportunity to accumulate 
savings. Loss of earnings during tem- 
porary disability is likely to cause 
greater hardship than losses during un- 
employment,” the board states. 

“Our country stands almost’ alone 
among the rreat nations of the world in 
failing to protect the great majority of 
wage earners against incapacity of non- 
occupational origin. Thirty-one coun- 
tries have compulsory social insurance 
for wage earners against permanent dis- 
ability; and 32 countries have insurance 
against wage loss in temporary dis- 
ability.” 

The board renews ,gits recommenda- 
tion for a system of insurance to pre 
pay the costs of medical and hospital 
care. Disavowing “socialized medicine” 
and “regimentation” of physicians, hos- 
pitals or patients in this connection, the 
board says any system of health insur- 
ance should be designed to get away 
from these “fears,” and that such sys 
tem should protect the patient’s free- 
dom to choose his doctor and should 
improve medical care quality. The re 
port says that administration of health 
insurance benefits, “should be so de 
centralized that all necessary arrange- 
ments with doctors, hospitals and others 
could be worked out on a local basis.” 


Would Soften Individual Blow 


The board said that “medical care 
and hospital costs could be provided by 
prepayment under a national insurance 
system, at no greater cost than is paid 
by families on the average today, but 
no one family would suffer the finan- 

(CONTINUED ON PAGE 14) 








selective service, war work, etc., by 
March, 1944, and consequently the num- 
ber of employes of many of them is not 
much less, if any, than at that time. 
Some do not believe that a 10% cut cam 
successfully be made. 


The manpower order follows orders) 
to the larger insurance offices in the’ 


Chicago area to go-ona 44-hour week. 
These orders are on appeal. 
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Beneficiary’s Choice 
of Option Doesn't 
Void Tax Exemption 


Same as if Insured 
Elected It, Circuit Court 
of Appeals Holds 


NEW YORK—The right of a benefi- 
ciary to receive life insurance proceeds 
under an installment option elected by 
her rather than by the insured without 
the installments being reportable as in- 
come has been upheld by the federal 
circuit court of appeals for the second 
circuit. Though binding only in this 
circuit it will undoubtedly carry consid- 
erable weight in other jurisdictions, as 
there is no contrary decision in any 
other circuit. 

Beneficiary was Mrs. Katherine C. 
Pierce. Her contention that installments 
of proceeds she received as the re- 
sult of her election were tax-tree was 
upheld by the tax court and went to the 
circuit court on appeal. Mrs. Pierce re- 
lied on section 22 (b) (1) of the internal 
revenue code which excludes from gross 
income and exempts from taxes life in- 
surance received by reason of the death 
of insured, whether in a single sum or 
otherwise, but providing that if the 
amounts are held by the insurer under 
an agreement to pay interest thereon the 
interest payment shall be included in 
gross income. There would have been 
no question, had the option been chosen 
by the insured, that the installments 
would have been free from tax, since 
the proceeds were not being held under 
an agreement to pay interest. 


View of Revenue Bureau 


The government’s argument was that 
in deciding to take the proceeds under a 
life income option rather than as cash, 
it was as though Mrs. Pierce had actu- 
ally received the principal and had rein- 
vested it with the insurance company. 
If she had actually done that the result- 
ing payments would have to be broken 
down into interest earnings and amorti- 
zation of principal and interest earn- 
ings would be taxable. The insurance 
involved was $100,000. 

The opinion, written by Judge 
Learned Hand, with Judge A. N. Hand 
concurring, holds that it cannot be seri- 
ously argued that the installments are not 
“paid by reason of the death of the in- 
sured” since they are all conditional 
upon that event and they begin to be 
payable at once thereafter. They are 
like any other life insurance, all of 
which is payable by reason of the in- 
sured’s death. Recognizing, however, 
that this is not a final answer, the opin- 
ion observes that although the insured’s 
death is a condition precedent, it is not 
the only condition precedent to the in- 
stallment payments, as is the case when 
the insured himself makes the choice. If 
the words in the statute were to be read 
“only” by reason of the death of the in- 
sured the judges concede that the mean- 
ing would be as the revenue commis- 
sioner contends and the decision turns 
upon whether that is a correct interpre- 
tation. 


Not Same as Reinvesting 


“The policy offered the beneficiary a 
choice between rights already in exist- 
ence, with whose creations she had had 
nothing whatever to do; they came to 
er ready-made by the insured,” the 
opinion points out. “To say: that her 
Position was the same as though having 
the principal in hand, she had exchanged 
it with the insurer for the option is un- 
true in fact and unwarranted in law. 

(CONTINUED ON PAGE 14) 


Sholl Deprecates 
Defeatist Attitude 


National Association of 
Accident & Health Under- 
writers Meeting in Omaha 


By FRANK A. POST 


OMAHA—In spite of the many and 
varied problems now confronting it, 
there is no reason for accident and 
health insurance to take a defeatist atti- 
tude, Clarence A. Sholl, Globe Casualty, 
Columbus, president National Associa- 
tion of Accident & Health Underwrit- 
ers, delared in opening its winter meet- 
ing here, probably the last convention 
of a national insurance group for the du- 
ration. 

There is much talk today of trends 
and changes in the accident and health 


business, “but after all,” Mr. Sholl 
asked, “doesn’t most business undergo 
changes in order to progress?” Aside 


from the war, topics most often discussed 
by insurance men are national legisla- 
tion, the Supreme Court decision that 
insurance is commerce and the exten- 
sion of social security. The situation is 
admittedly serious, but he declared that 
‘we have done a fine job—we are doing 
a still better job—we can and will do a 
better job tomorrow.” There are some 
400 companies with approximately 520,- 


-000 associates extending their services 


to an estimated 40 million people, with 
resulting premiums of more than $525 
million in 1944. 

Mr. Sholl emphasized that all-out 
duty to the nation must be the first con- 
sideration and pointed out the need for 
cooperation and unity in business as 
well as national affairs. He praised 
highly the work of the Omaha group 


(CONTINUED ON PAGE 15) 


Higdon New B.M.A. 
President; Grant 


Becomes Chairman 


KANSAS CITY—J. C. Higdon, who 
has been vice-president of Business 
Men’s Assurance, Thursday afternoon 
was elected president. W. T. Grant, 
president and founder, is named ‘chair- 
man. 


Ask Congress to 
Detine Area of Its 


Commerce Powers 


LANSING—A resolution, requiring 
concurrence of both houses to memori- 
alize Congress to: “designate the limits 
beyond which the Congress and admin- 
istrative agencies of the United States 
shall not go in exercise of the power 
given to Congress to regulate interstate 
commerce,” has been introduced in the 
Michigan legislature by Senator Nichols. 
Although insurance is not mentioned, 
the resolution, of course, is pertinent to 
the current insurance situation. 

“Whereas, such increasingly liberal 
interpretations have been put on the 
commerce clause’ by the Congress and 
the courts,” the resolution states, “to 
the extent that it is said now to extend 
to anything ‘affecting interstate com- 
merce’ and such liberal interpretations 
have led to encroachment by adminis- 
trative boards of the United States upon 
the rights of the states . ” making 
“it extremely difficult for all who are 
engaged in trade that ‘affects interstate 
commerce’ j 


Claris Adams, president Ohio State 
Life, will be toastmaster at a banquet 
to be given by the Buckeye Republican 
Club in Columbus Jan. 29. 











killed in a train wreck. 


port he had been. 


to it.” 





“Got Around to It”’ 


The applicant in this case was a locomotive fireman, mem- 
ber of a railroading family—his father, a conductor, had been 


Payment of the first premium was taken when application 
was made, but the medical examination was put off for a week. 
It was made one day at 11 A. M. At 11 P. M. the same day 
the applicant was killed in an automobile accident. 


. When the examination reached the Home Office it was 
matched up with the application and the telegram from the 
underwriter announcing the death. The papers went through 
together, the application was approved and the policy issued, 
despite the fact that the insured was already dead. The 
underwriter was promptly sent the check for $7,750—which 
included the double indemnity benefit. 
promptly delivered to the fireman’s mother, whose sole sup- 
To her he had said when he signed the 
prepayment check “This is a load off my mind. I have been 
intending to do this for a long time, but just never got around 


+ 


THE PENN MUTUAL LIFE INSURANCE CO. 


JOHN A. STEVENSON 
President 


INDEPENDENCE SQUARE, PHILADELPHIA 


And the check was 

















O'Mahoney Appears 
Before Washington 
Insurance Club 


Wyoming Senator 
Claims to Be Free 
Enterprise Champion 


WASHINGTON—“The time is here 
when such a bill can be passed and 
signed,” Senator O’Mahoney of Wyom- 
ing told the Insurance Club of Wash- 
ington at its monthly luncheon meeting. 
He was referring, generally, to a meas- 
ure similar to that proposed by the state 
insurance commissioners, or his own 
bill. The senator said the National As- 





SENATOR O’MAHONEY 


sociation of Insurance Commissioners 
suggested legislation “which seemed to 
have a lot of merit in it.” 

He said he had discussed it with the 
Attorney General and the commission- 
ers. Discussions finally terminated, 
O’Mahoney said, in the President's let- 
ter to Senator Radcliffe “in which the 
President said he would be willing to 
sign such a bill.” 

“There is no hidden trick in the bill I 
introduced,” the Senator declared, “no 
covert purpose to go around the corner 
and do something not disclosed on the 
face of things. The cards are on the 
table. We should not, with respect to 
insurance, set a precedent we know 
would be evil in other industries .. .” 
referring to the proposal for complete 
anti-trust law exemption for insurance. 

“The temporary national economic 
committee never studied fire,” said 
O’Mahoney, adding with a_ twinkle, 
“maybe that was an oversight. Fifteen 
companies control 75% of life insur- 
ance company assets. There is con- 
centration in the fire group.” 


Opposed to Regimentation 


“IT am as much opposed to regimen- 
tation by government as any business 
leader in the world,” he said at another 
point, “and I know there is nothing to 
be gained by the people of the United 
States if we permit a system to grow 
up in which regimentation is promoted 
by some segments of industry.” 

The nation can choose between free 
enterprise, private monopoly or state 
control, O’Mahoney declared. “We 
don’t want state control here, nor pri- 
vate monopoly; we want free enter- 
prise.” That would open the door of 
opportunity to 11 million boys in the 

(CONTINUED ON PAGE 14) 
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Mortgages Should 


Yield More Than 
Government Bonds 


E. S. Brigham Opposes 
Housing Moves That 
Would Penalize Savers 


WASHINGTON—Necessity of a 
mortgage interest rate considerably 
above the rate on government bonds was 
emphasized by Elbert S. Brigham, presi- 
dent of National Life of Vermont and 
former congressman from that state, 
who appeared as a witness before the 
special committee on postwar economic 





E. S. BRIGHAM 


policy and planning at the invitation of 
the chairman, Senator Taft. The com- 
mittee is considering reorganization of 
government housing agencies after the 
war, and Mr. Brigham urged that the 
Federal Housing Administration should 
then be restored to its position as an 
independent loan and insurance agency 
responsible directly to the President and 
to Congress. 

The use of partial rent payment by 
government as a relief measure rather 
than highly subsidized permanent hous- 
ing was suggestion by Mr. Brigham. Na- 
tion Life has $131 million of its $291 
million of assets invested in loans in- 
sured by FHA. 


Rates Lowest in History 


Interest rates in recent years have 
been the lowest in history, he pointed 
out, due to the unusually strong reserve 
position of the banking system and to 
the government exercise of almost abso- 
lute control over the money market. 

It has been suggested that rates should 
be established and maintained at fanci- 
fully low levels by government action. 
However, he said, consideration should 
be given to the rights of lenders, the 
savers of the country, as well as to bor- 
rowers, and to the fact that the majority 
of the savers are dependent upon the 
income from savings to support them 
when incapacitated for work. 


Effect on Insurance Cost 


Interest rates are an important factor 
in the cost of life insurance, for example, 
he pointed out, the annual cost of a 
$1,000 ordinary life policy issued at 35 
is $21.08 under an interest assumption 
of 3%; $23.80 at 2%; $27.07 at 1%, and 
$30.97 at 0%. Thus interest earnings at 

(CONTINUED ON PAGE 11) 
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Dangerous to Let 
Mortgage Interest 
Fall Too Low 


L. Douglas Meredith, vice-president 
and finance committee chairman of Na- 
tional Life of Vermont, spoke at the 
convention of the National Association 
of Home Builders in Chicago, attended 
by 3,000 builders, mortgage bankers and 
real estate dealers from 44 states, Ha- 
waii and Canada. 

At a panel discussion on mortgage in- 
terest rates Mr. Meredith said that a 
414% rate left the investor with a prob- 
able net return of only 3%. If mort- 
gage loan interest falls below this limit, 
the investor is unlikely to feel interested 
since he can purchase long term govern- 
ment bonds at 24%4% with no risk ‘of loss, 
he said. 

In recent years the great majority of 
prices have risen, he added. Wages of 
labor have gone up; material and com- 
modity prices have increased. Real es- 
tate prices have risen. But the rate of 


interest, the wages, of capital has de- 
clined steadily. Funds for investment 
come from the savings of the people 


and the people must be paid to save, just 
as they are paid to work. 

The safest way for builders and others 
interested in assuring adequate mort- 
gage financing at all times is to avoid 
interference with the market rate of 
interest, and to do all in their power to 
make certain that mortgage money re- 
ceives as much return as investments of 
comparable quality and maturity afford, 
Mr. Meredith stated. Then they will 
have little or no worry about an abun- 
dance of funds seeking investment in 
mortgages. 


Andrews in Southern Cal. 


LOS ANGELES—William K. An- 
drews, Jr., N.A.L.U. president, had a 
busy week end in southern California, 
meeting with the Los Angeles, Pasa- 
dena, Long Beach and San Diego asso- 
sociations and conferring with the offi- 
cers, directors and committee chairmen 
of the seven southern California asso- 
ciations 


Census Estimates 
4% Drop in 
Accidental Deaths 


WASHINGTON—The census bureau 
estimates that deaths from accidents in 
the United States in 1944 numbered 
95,000. The estimate indicates a decline 
of about 4,000 such deaths from the 1943 


total of 99,038 accidental deaths re- 
corded. j : 
The bureau stated its estimate for 


1944 was based on the result of a 10% 
sample of death certificates collected 
during the calendar year 1944. 


Goodman Named by 
John Hancock 


John Hancock Mutual Life has ap- 
pointed Leonard A. Goodman general 
agent at El Paso, Tex. He formerly 
was with Pan-American Life as general 
agent for El Paso and west Texas. 

Mr. Goodman is widely known in life 
insurance throughout Texas and _ the 
southwest and has been active in local, 
state and National association affairs. 
He is past president El Paso associa- 
tion and served as national committee- 
man and on several state association 
committees. 

He also is active in civic affairs and 
is past chairman of the Red Cross 
Drive and committee chairman of Com- 
munity Chest. Mr. Goodman is dis- 
trict chairman for El Paso Boy Scouts 
and a director of Kiwanis Club there. 








Favors Constitutional Amendment 
At the meeting of the section on in- 
surance law of the Oklahoma Bar Asso- 
ciation in Tulsa Welcome D. Pierson of 
the Oklahoma City law firm of Short & 
Pierson discussed at some length “In- 
surance Now Interstate Commerce.” 
Emphasizing the vital interest of the 
states in insurance regulation and taxa- 
tion, Mr. Pierson said that “the passage 
of a constitutional amendment would of 
course forever settle the problem.” 
There is every reason to believe, he said, 
that an amendment of this character 
could be passed by the summer of 1945. 





Standard Life Plans Postwar Home 











Standard Life of Indiana has made ap- 
plication to the zoning board of Indian- 
apolis for permission to erect a home 
office building on the area between Fall 
Creek boulevard and 28th street, east of 
Washington boulevard there. Construc- 
tion permits erection of buildings of this 
nature. No priority is being sought by 
the company. 

The building is being erected by the 
company as an investment and to pro- 
vide additional space needed because of 
its rapid growth in the past few years. 
Until the new building can be occupied, 
Standard Life will seek temporary quar- 
ters after the expiry of its present lease 
in the Guaranty building. 

The proposed building, classic in de- 
sign and treated in the modern manner, 








will be strictly utilitarian. Architectural 
effects will be gained by means of pro- 
portion, texture and applied color. Pro- 
vision will be made for the complete 
air conditioning of the structure and a 
radiant heating system will be installed 
which heats the building through hot 
water pipes run through the concrete 
floors. 

A special feature will be a large vault 
running through the center of the build- 
ing which will be connected by large 
openings with work rooms on either 
side. These openings would be closed 
only by fire dors, held with a fusible 
link. Area is provided for parking space 
for employes’ cars and for future expan- 
sion, and the setting will be extensively 
landscaped. 


Group Annuity Plan 
for Health and 
Welfare Agencies 


John Hancock Underwrites} 


Program for Which 
500,000 Are Eligible 


Employes of private health and wel. 
fare agencies throughout the country, 
numbering an estimated 500,000, are be 
ing offered an opportunity to partici. 
pate in a group annuity on the money 
purchase plan plus an integrated group 
life plan to be underwritten by John 
Hancock Mutual Life. Most of these 
workers have not previously been coy. 
ered either by private pension plans or by 
social security, employes of non-profit 
organizations being excluded from fed- 
eral social security. 

The announcement was made by 
Gerard Swope, chairman of the National 
Health & Welfare Retirement Associa- 
tion which is an instrumentality that has 
been set up to administer the program, 
Community Chests & Councils, Inc. has 
been studying a project of this kind for 
several years. This plan is the culmina. 
tion of those efforts. Milton H. Glover, 
vice-president Hartford National Bank & 
Trust Co., was chairman of the study 
committee. 

_John Hancock acts as reinsurer of the 
National Health & Welfare Retirement 
Association. 


Qualification Requirements 


The plan becomes effective as to any 
particular local unit when 75% of the 
employes of that unit are enrolled and 
when 5,000 employes throughout the 
country are enrolled, Typical organiza- 
tions eligible to participate are Girl 
Scouts, hospitals, settlement houses, vis- 
iting nurses’ associations, family welfare 
and child welfare agencies. 

The participating employe contributes 
about 5% of his salary and the employer 
contributes an equal amount. The com- 
bined contributions are applied to pur- 
chase an annuity with respect to service 
after the entrance date of the employer 
into the plan and a death benefit. In 
the event of death before retirement age 
there is paid on account of the employe 
the total of his and the employer’s con- 
tribution for future service annuities with 
credited interest. However, during the 
first 10 years there will be paid as death 
benefit the equivalent of 10 months 

earnings. This is provided for through 
term insurance, decreasing as the cash 
equity in the annuity builds up. It is 
stipulated that the death benefit shall be 
10 months regular earnings as of the 
date of death, less one month’s earnings 
for each full 12 months that have elapsed 
since the employe was enrolled. It is 
contemplated that the employer will con- 
tribute 2% of earnings to provide af 
annuity for those who have credited past 
services. 


Termination of Employment 


Those whose employment is termi- 
nated prior to the retirement age will 
receive at age 65 the annuity to which 
they are entitled on account of the joint 
contributions that have been made up to 
the time they leave. The full sum will 
be held with credited interest to provide 
the annuity. In the event that the an- 
nuity is less than $40 a year under those 
circumstances, the association reserves 
the right to make a lump sum settle- 
ment. 

Membership in the plan can be trans- 
ferred from one participating agency to 


(CONTINUED ON PAGE 11) 
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Cal. Wins Suit 
Springing from 
S.E.U.A. Case 


LOS ANGELES — Federal Judge 
O’Conner has handed down an order of 
dismissal in the case of First National 
Benefit Society of Phoenix, Ariz., vs. 
Maynard Garrison, California insurance 
commissioner, and grants the defend- 
ant costs. 

The opinion, which is an exceedingly 
lengthy one, says that the California 
statutes are not in any way vitiated by 
the decision of the U. S. Supreme Court 
in the Southeastern Underwriters case 
and are still in full force and effect for 
the purposes of this suit. It also says 
that this is in fact a suit against the 
state of California without its consent 
and is in violation of the 11th amend- 
ment to the constitution, no consent 
having been given thereto. 

“Laws passed by the states and in 
exertion of their police powers, not in 
conflict with the laws of the national 
congress upon the same subject, and in- 
directly and reaffecting interstate com- 
merce are nevertheless valid laws,” the 
decision states. 

“There can be no question but that 
the state has the right under its police 
power to interfere with interstate com- 
merce.” 

In reference to the 14th amendment, 
the court says: 

“Tt is well settled that the police 
power may be exercised by the state, 
under certain limitation, of course, not- 
withstanding the 14th amendment.” 

“State laws regulating insurance com- 
panies, both foreign and domestic, have 
uniformly been upheld as a proper exer- 
cise of the police power of the state.” 

The court then says that defendant 

commissioner asks dismissal under the 
provisions of the 11th amendment, and 
in discussing this holds that a “suit 
against a state officer executing an un- 
constitutional statute is not a_ suit 
against the state.” He then points out 
that the present action does not attack 
the constitutionality of any statute. 
_ First National Benefit asked for an 
injunction to restrain the commissioner 
from interfering with its business, and 
asking for $1,200,000 damages from the 
commissioner and seven other defend- 
ants. It is not licensed in California, 
but the petition states representatives 
have entered that state to interview per- 
on that responded to solicitation by 
mail. 


ANSWER MADE IN N. Y. CASE 


Superintendent Dineen of New York 
has now filed an answer in the case 
brought by American Farmers of 
Phoenix, Ariz., to permit it to operate 
unlicensed in New York. American 
Farmers and one of its membership rep- 
resentatives in New York contend that 
the laws requiring licensing of agents 
and companies are unconstitutional as 
an undue burden on interstate commerce. 

Mr. Dineen in his reply declares that 
the licensing provisions are not uncon- 
stitutional but come under valid exercise 
of the police power. 

With permission of American Farm- 
ers, the New York department is mak- 
ing an examination of the company with- 
out charge to the company, and it may 
make an amendment to its answer on the 
basis of information developed in the ex- 
amination. 


DINEEN DEPUTY ON COAST 


LOS ANGELES~J. Sackman, of the 
New York department, is in Los An- 
geles gathering data on the case and on 
the activities of American Farmers. 

Mr. Sackman goes from here to 

hoenix to check up the records of 
the Arizona department on American 

armers, 





Postal Benefit Is Cleared 


Superior Judge Udall at Phoenix, 
Ariz, has given a decision for Postal 


XUM 


Benefit of Phoenix in two actions, one 
asking for receivership and relief and 
another asking for establishment of a 
voting trust and questioning the validity 
of the election of directors. 

Judge Udall expressed the opinion 
that there was collusion in bringing the 
actions and that all but one of the 
complainants have by their conduct 
estopped themselves from maintaining 
these actions. He found that Postal 
Benefit has an independent directorate 
and that its affairs are being conserva- 
tively managed. He assesses costs 
against the complainants. 

A guardian was appointed last Sep- 


tember for Lloyd B. Christy as an in- 
competent. He was the original signer 
of the complaint. 

H. J. Hughes is president of Postal 
Benefit. 





Okla. Tax Case to High Court 


WASHINGTON — Lincoln National 
Life has filed appeal in the U. S. 
Supreme Court from the Oklahoma su- 
preme court decision in the suit of that 
company against Commissioner Read, 
which involves alleged discriminatory 
taxation by that state of foreign insur- 





business of selling life insurance.” 





**Mutual’s new Lifetime Compensation Plan 
brings full assurance to the underwriter that 
‘he profits most who serves the best.” It en- 
ables us to render a vital public service and, 
at the same time, offers us new sources of 
income. I believe it forecasts a new era in the 


JOHN R. TAYLOR 
New Bern, North Carolina 





ance corporations. The case, docketed 
as No. 833, will be heard by the Su- 
preme Court in due course, as a matter 
of right, it is said, no petition for writ 
of certiorari for the Supreme Court to 
review the lower court’s decision being 
necessary in cases in this cateyory. 





A. C. Derrick, who has been doing 
Red Cross work with the army in 
Alaska and other war areas, has been 
relieved of duty and has resumed his 
position as district manager for the 
John W. Yates agency of Massachusetts 
Mutuai Life at Santa Barbara, Cal. 


life Insurance 
Selling” 


THE MUTUAL LIFETIME COMPENSAT 





helps Field’ Underwriters render a more professional 





continued service to his policyholders. 


“I believe the outstanding feature of the 
Plan is the fact that it makes it financially 
worthwhile for the underwriter to render 


*T wish the Plan had been in force when I 
entered the field back in May of 1924.” 
CORNELIUS J. McCOLE 
Wilkes-Barre, Pennsylvania 


for volume. 


service to the insuring public and make a better living 
for themselves—without added cost to policyholders. It 
pays for service and for quality of business, as well as 


The Field Underwriter who does an efficient job re- 
ceives substantially more over a period of years than 
he could obtain under the usual commission contracts. 
The Lifetime Plan also provides these extra sources of 
income, over and above all commissions: 


holders. 


a. Service Fees for looking after the needs of policy. 


. Efficiency Income for continuous quality pro- 
duction. 


¢@, A generous Retirement Income any time between 


age 60 and 70. 





security in old age. 





**Anyone entering the service of the Com- 
pany now as an agent is afforded the oppor- 
tunity of securing a most satisfying income 
during his productive years and real financial 


**Any person who enjoys selling and social 
contacts cannot, in my opinion, select a more 
independent or a more satisfactory vocation 
than is now offered in the Lifetime Plan.” 


J. WARREN TIMMERMAN 
Macon, Georgia 


Our Field Underwriters have enthusiastically hailed this 
Lifetime Plan, which makes field underwriting a well- 
paid profession, worthy of professional study and 


achievement. 


“Findl in America” 


34 NASSAU STREET 
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Spinning Wheel 


You can help, too 


In our national advertising, 
we have been offering a little 
booklet entitled “Information 
for Demobilized Veterans.” It 
contains a digest of the G.I. 
Bill of Rights, tells about mus- 
tering out pay, pension privi- 
leges, etc., how to keep in force 
and convert National Service 
Life Insurance, with rates and 


illustrations. 
& 


Both veterans and men still 
in service have written in for 
many thousands of these 
pamphlets, which, of course, 
are distributed free of charge. 
The other day we received a 
request signed by the General 
Agent of another life insurance 
company. He said: 


“What I want is to have a 
better understanding of how to 
help the veterans retain their 
National Service Life Insurance 
and convert to one of the per- 
manent policies which the Gov- 
ernment offers.” 


Other life underwriters who 
adopt the same unselfish and 
constructive attitude in advising 
veterans of World War II, will 
render a real service both to the 
latter and to the institution of 
life insurance, and will find that 
they have built up a large meas- 
ure of goodwill for themselves, 
as well. 


New England 
Mutual 


Lye Insirance Company 


THE FIRST MUTUAL LIFE INSURANCE 
COMPANY CHARTERED IN AMERICA « 1835 








Many Legislative Problems 


Facing A. & H. 


OMAHA—tThe prospects for the in- 
troduction in state legislatures this year 
of many bills dealing with sickness, hos- 
pitalization and medical care plans, aside 
from the situation in Congress, and the 
rapidly increasing social security trend, 
as brought out by the U. S. Chamber 
of Commerce, were reviewed by W. B. 
Cornett, vice-president Loyal Protective 
Life and chairman of the legislative 
committee of the National Association 
of Accident & Health Underwriters, at 
its meeting here. 

While the Wagner - Murray - Dingell 
bill died with the end of the 78th Con- 
gress, he said that unquestionably fur- 
ther efforts along that line will be made 
at the present session of Congress. Fol- 
lowing the Des Moines meeting last 
January, copies of a resolution opposing 
the bill were sent to all members of 
Congress. Mr. Cornett quoted from re- 
plies received from many congressmen 
and senators, all of whom are serving in 
the 79th Congress, approving the asso- 
ciation’s stand. He said, however, that 
of course there is no way to forecast the 
new Congress’ attitude toward compul- 
sory health insurance, adding: “I only 
wish there were.” 


Experience in Rhode Island 


In connection with state legislation, he 
gave especial attention to the program 
now in operation in Rhode Island, point- 
ing out that between April 1 and Sept. 
30, 1944, the fund paid out $724,519 more 
than it received. As of Oct. 31, 1944, its 
balance stood at $2,758,684, so that 
should such a drain continue the entire 
fund would be exhausted in less than 
two years. The governor, in his inaug- 
ural message, pointed out the serious- 
ness of this trend and measures are to 
be introduced in the legislature to avoid 
insolvency by strengthening the fund. 

An interesting observation he made in 
connection with the experience there is 
that while accident and health compa- 
nies usually find that claims are heavy in 
winter and light in summer, under the 
Rhode Island plan they were heavy in 
the winter months and still heavier in 
the summer, proving the presence of a 
distinct moral and malingering hazard. 


Minnesota Plan Expected 


It is reported that a plan will be in- 
troduced in the Minnesota legislature 
providing up to $35 per week for either 
sickness or accident for 16 weeks, begin- 
ning with the 15th day. To finance this 
venture 1% of employes’ wages or sal- 
ary would be deducted monthly and de- 
posited in a benefit fund to be set up by 
the state. This will not include hospital- 
ization, medical care or other expense 
caused by sickness or accident. 

He took up the recent proposal of 
Governor Warren of California for a 
medical care and hospital plan there, 
commenting that the governor, who is 
known to act in the best interest of the 
people, could not possibly know the 
weaknesses of the proposed project. He 
said that this is brought out very force- 
fully in Rhode Island, where many com- 
panies have stopped writing group acci- 
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dent and health, because of the state 
plan. 

On the other side, he reviewed the re- 
cent report of the Massachusetts Advis- 
ory Council, which held there was no 
need for a state compulsory plan in that 
state, and the overwhelming defeat in 
the state of Washington of an initiative 
proposal calling for full support of the 
Wagner - Murray - Dingell bill, which 
would have meant an elaborate compul- 
sory state health plan. 

As to the general trend, he quoted 
the statement of Eric Johnston, presi- 
dent of the U. S. Chamber of Com- 
merce, that “social security is here to 
stay. Business men had better realize 
this and take the lead in providing a 
sound and workable program.” He also 
referred to two of the declarations in 
the 21-point security program approved 
by the chamber. One of them says: “Tf, 
after a reasonable period of time, the 
private effort of employers to provide 
protection against non-industrial and 
non-occupational disabilities and _ sick- 
ness still leaves substantial gaps in cov- 
erage, only then should public action be 
taken,” and the other states that if such 
public action is taken, it should be at 
the state and local levels of government 
rather than at federal level. 

He expressed the belief that the pri- 
vate insurance industry can meet this 
challenge, citing particularly the pro- 
gram of the Health & Accident Under- 
writers Conference, which now has com- 
mittees working on medical care plans, 
low-cost accident and health insurance 
and substandard health insurance. 
“There is every reason to believe that 
our companies can supply the protection 
needed by the public, excepting a com- 
paratively small percentage of indigents 
—so-called—who do not have the money 
to secure protection and who therefore 
must look to the state or federal govern- 
ment for help,” he said. “If our federal 
government can guarantee every able- 
bodied person a job, I feel our compa- 
nies can furnish the needed protection.” 

He declared that this is definitely not 
the time to consider the enactment of 
governmental plans, with some 12 mil- 
lion men away on battlefields all over 
the globe. 

In connection with the G. I. bill of 
rights, which guarantees educational aid 
to service men and women, he referred 
to the accident and health course at Pur- 
due University and proposed a second 
step—selling colleges and universities 
generally on the idea of establishing 
courses for career men and women, 
preference being given to those return- 
ing from service. If in this way the 
business could absorb about 50,000 ca- 
reer men and women, it would be of im- 
mense advantage to the public, as well 
as to the individuals directly concerned. 





Lt. Leonard W. Boehm, 25, Air Trans- 
port Command pilot, has been killed 
in a plane crash in China. He was the 
son of Leonard M. Boehm, vice-presi- 
dent and general counsel of Knights 
Life of Pittsburgh. 


Retaliatory Law 
Repeal Asked by 


Garrison of Cal. 


SAN FRANCISCO—Repeal of Cali- 
fornia’s retaliatory tax law and other re- 
taliatory provisions is being sought by 
Insurance Commissioner Garrison in 
legislative proposals which he _ will 
sponsor. These laws are operative only 
where a foreign state imposes discrim- 
inatory taxes or burdens upon foreign 
insurers, in which event the same dis- 
criminatory taxes or burdens are im- 
posed upon insurers of such state do- 
ing business in California. “Grave 
doubt now exists, however, as to the 
validity of laws imposing discriminatory 
taxes or burdens on foreign insurers in 
view of the likelihood of their being 
construed as unduly burdening inter- 
state commerce,” the commissioner 
points out. The commissioner there- 
fore feels that California, as proof that 
in its desire to retain state supervision 
and taxation of insurance it has no in- 
tention to unduly burden interstate 
commerce, should repeal these retalia- 
tory laws. 


Ohio Governor Bars 
Feting State Workers 


COLUMBUS—Insurance associations 
and companies which have delighted to 
entertain the governor of Ohio and 
members of the Ohio division of insur- 
ance will have to stage their functions 
hereafter without the gracious presence 
of anyone in the state service. Gov, 
Lausche, the new state executive, has 
issued an order that no state employe 
shall accept the hospitality of any or. 
ganization that may seek favors from 
the state government or legislation from 
the general assembly. It is reported 
that members of the insurance depart- 
ment already have been compelled to 
decline several invitations. 

The question has been raised as to 
whether any state employe would be 
permitted to deliver an address before 
any trade or civic organization, if a 
dinner were served or entertainment 
provided. 








Simpson Agency Is Leader 
of Dominion Life 


The Detroit branch of Dominion Life 
under Frank W. Simpson had the larg- 
est volume of first year premium in- 
come of any branch in the company’s 
history. It entered Michigan in 1930 
and for the past six years has been 
a leading agency. Its business in force 
increased 18% in 1944, and the gain 
in force was 50% greater than in 1943. 
New premiums increased 28% and 
placed business 36%. The unit of Moe 
Leiter, first vice-president of the com- 
pany’s top production club, had a large 
volume, the leading agents being Ed- 
ward Krause, H. K. Mendelsohn, H. 
N. Rosenthal, and Ted Isaacs. Other 
large producers were Arthur M. Dusty, 
the T. S. Malone agency, and the Rob- 
ert M. Fargo unit, consisting of Mr. 
Fargo, L. C. Bidlack, J. P. Slear, and 
Mrs. Alma M. Van Pelt. 





FIGURES FROM DEC. 31, 1944, STATEMENTS 





Increase 
Total in 
roy — 
American Home Life.. 2,861,273 278,905 
American Reserve Life 7,170,518 620,196 
Columbus Mutual Life. 52,366,456 4,463,922 
Continental American... 40,707,386 4,439,263 
Dominion Life ........ 62,347,154 5,383,641 
Great American Life.. 2,610,706 191,335 
Jefferson Standard ...142,939,569 14,693,244 
London Life .......... 204,282,730 18,085,572 
Minnesota Mutual .... 70,288,220 5,863,597 
National Fidelity ..... 7,813,547 511,852 
Reserve Loan Life.... 13,884,760 902,582 
Rockford Life ........ 4,637,147 426,894 
Seaboard Life ........ 5,748,419 658,482 
Security Mutual Life... 9,459,346 878,555 
Southern National .... 85,407 29,876 
Standard Life, Ind. ... 2,273,953 618,985 
West. Reserve Life, Tex. 3,089,618 502,047 


Surplus to New Increase 
Policy- Bus. Ins. in Force in Ins, 
~“— nom Dec. 31,1944 in Force 

299,785 1,596,862 13,743,715 997,329 
581,012 3,812,669 27,528,449 2,504,315 
4,761,430 14,288,382 170,586,951 9,449,591 
8,782,507 20,764,120 163,781,494 9,233,509 
2,565,334 31,129,878 248,411,738 20,304,675 
279,190 1,912,309 12,902,137 680,357 
13,200,000 60,097,014 642,565,115 40,032,074 
9,389,907 116,783,039 1,034,568,049 80,094,437 
4,424,524 62,779,577 306,698,979 24,053,264 
592,013 5,564,584 36,732,949 3,561,562 
800,000 14,319,644 74,764,028 7,098,142 
616,957 5,393,387 25,414,389 3,116,724 
433,001 6,081,193 41,575,077 4,157,523 
587,964 6,817,280 48,060,333 4,191,997 
62,817 303,000 476,000 12,000 
613,876 8,856,680 32,682,891 5,848,755 
329,105 3,846,770 24,038,821 2,611,810 





Prems. Total Benefits Total 

Income Income Paid Disburs. 
1944 — 1944 1944 
$ 

383,608 547,623 127,848 273,933 
753,833 1,150,340 248,081 531,204 
5,387,690 9,376,492 2,760,514 5,030,823 
6,340,927 8,323,063 2,888,103 3,942,483 
6,890,899 10,968,909 3,039,651 5,753,902 
340,028 452,298 104,497 260,181 
17,796,149 26,427,046 6,377,351 12,385,124 
26,014,280 $89,807,907 12,342,762 21,525,570 
8,593,511 12,961,523 4,312,266 7,470,801 
809,606 1,233,070 311,139 746,419 
1,760,959 2,830,036 900,280 1,950,447 
640,435 875,144 172,333 533,490 
924,883 1,215,383 241,244 578,734 
1,258,951 1,821,766 442,446 982,655 
33,792 46,550 13,705 33,953 
1,157,446 1,216,638 276,771 739,290 
708,111 868,594 95,770 375,600 
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Equitable of Iowa 
Agency Heads Get 
Much New Material 


The annual business conference of 
general agents of Equitable Life of Iowa 
was held at Des Moines. 

In his opening address, President F. 
W. Hubbell complimented the general 
agents on the $81,984,742 of life insur- 
ance and annunities which were secured 
in 1944. It was. the company’s best year 
since 1929 and a gain of $5,890,859, or 
7.7% over 1943. The insurance in force 
increase was $35,324,646, the largest gain 
since 1929. The total is now $694,254,- 





344. 

Mr. Hubbell urged the field men 
earnestly to further the resolutions 
adopted by life insurance organizations 
aimed at the conservation of National 
Service Life Insurance. -He spoke in 
glowing terms of the use which the 
field force have made of the booklet, 
“Your Life Insurance,” an Equitable of 
Iowa handbook made available in 1944 
for their guidance and for the instruc- 
tion of servicemen in the effective hand- 
ling of the veteran’s life insurance prob- 
lems. 

It embraces a complete course of in- 
struction and coaching for the new man, 
and includes an agent’s guide, a trainer’s 
handbook and a series of integrated 
sales presentations. There is also an in- 
termediate training plan for the agent of 
limited experience, and an advanced 
training plan for the established agent. 


Promising Market in 1945 


Mr. Hubbell spoke in detail of the 
promising life insurance market to be 
anticipated in 1945, and predicted an- 
other year of widespread and profitable 
underwriting opportunities. 

A comprehensive recruiting outline for 
general agents was announced. It fol- 
lows a similar handbook first made 
available in 1944. It details the sources, 
methods and results of the company’s 
work in new organization in 1944 and 
definitizes objectives to be sought and 
methods to be followed in 1945. 

A series of three integrated, illus- 

trated sales presentations on close cor- 
poration stock purchase, partnership, 
and keyman insurance, together with 
sales talks, were announced. These will 
take the place of the company’s former 
selling material on three fields which 
promise much in 1945. As a further aid 
and guide in such efforts a recently pub- 
lished handbook, “Legal Questions In- 
volved in Business Insurance,” by Phin- 
eas M. Henry, vice-president and gen- 
eral counsel, was considered in detail. 
_ A plan was announced whereby serv- 
icemen formerly of life company’s field 
organization may upon discharge from 
the armed forces be assisted in a prompt 
and profitable return to their former 
company work. The benefits which will 
be retroactive to veterans already dis- 
charged, embrace training, financing and 
equipment all geared to meet the prob- 
lems of the individual serviceman in the 
immediate and anticipated life insurance 
markets. 

A report of the seven-man advisory 
council, following the meeting of that 
body in Des Moines, Jan. 12-13, was 
made to the general agents by J. B. 
Moorman, general agent in Cincinnati 
and chairman of the council. 





Political Aspects of 
Social Security Dangerous 


CLEVELAND—In discussing the 
Social security act before the Cleveland 
Life Underwriters Association, M. Al- 
bert Linton, president Provident Mu- 
tual Life, emphasized the political as- 
Pects, pointing out that people fall for 
Promises of care in their old age. With 
the lure of attractive benefits, politicians 
get in office and, once established with 
Security plans set up, they are not 
€asily unseated. Any social security 








scheme becomes dangerous when it 


XUM 


makes provisions above subsistence 
level. While a rise in the minimum 
provided under social security might 
be sound, he expressed the opinion that 
any raising of the maximum would be 
unsound. 

The proposal to extend coverage to 
farm and domestic labor, he said, is 
a good thing, but it would be wise to 
try the plan out on small groups first 
in order to test it. It might, for example, 
be tried out in the District of Colum- 
bia first. 

The proposal to cover temporary dis- 
ability is particularly dangerous, he 


said. Such coverage should be on a 
state basis, if at all. 

Over 50 were given Treasury awards 
for outstanding services in the sixth 
war loan drive. Frank McFarlane, form- 
er president Cleveland association, has 
been selected to head the next war loan 
drive in the Cleveland area. 





Addresses Sales Managers 


“Selling and sales management face 
a challenge, a challenge that must be 
answered, if 58 million workers are to 
be gainfully employed in the postwar 


era,’ Chester O. Fischer, vice-president 
of Massachusetts Mutual Life, told the 
Memphis Sales Managers Club. He 
urged sales management heads to start 
now with plans to train salesmen and 
build organizations. 





Giuliani, Littig Advanced 


Peter Giuliana of the legal department 
has been elected attorney of National 
Life of Vermont. A. E. Littig, mid- 
west agency supervisor, Davenport, Ia., 
was elected assistant superintendent of 
agencies for the middle west. 








ALL THESE AND MORE, TOO 












Ralph R. Lounsbury, President 
W. 3. Sieges.V. P. & Sup’t. of Agencies 


Just as our dough boys have plenty of cover, our 


ever possible. 


Field Men are equipped with practically every 
known standard participating policy for men, 
women and children plus many special ones 
which help make sales. Better still, we are always 
interested in our Field Men’s suggestions for bet- 


ter and different policies and develop them when- 
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Material Given 
Regarding the 
Constitution Life 


Constitution Life of Los Angeles, 
which was recently organized, and has 
taken steps looking to the taking over 
of Postal Union Life, is preparing to en- 
gage in aggressive development work. 
Its publicity department has sent out 
material descriptive of its plans and of 
the organization work that was accom- 
plished, as follows: : 

They said it couldn't be done, but Vic 
Pettric did it. 





VICTOR F. PETTRIC 


For 25 years Col. Victor F. Pettric, 
C.L.U., A.I.I.A, the founder and presi- 
dent of Constitution Life Company of 
America, has been overcoming obstacles 
and winning victories. The life insurance 
fraternity may recall that he led 15,000 
agents of a large multiple line company 
his first year in the business, back in 
1919, after returning from two foreign 
wars. 


Round Table Member 


Since that date, back in Wausau, 
Wis., he has been a national leader al- 
most continuously. He earned a life 
membership in the. Million Dollar 
Round Table while general agent in Mil- 
waukee. It took him five years to ob- 
tain the C.L.U. designation although he 
also conducted C.L.U. study classes. He 
wrote the inspirational textbook, “Head, 
Heart, Heels,” while continuing to write 
a million personally, operated a general 
agency, conducted insurance study 
classes, composed special sales literature 
and charts, and won every contest of the 
companies he represented 

He came to California in 1934 partly 
because of a foot ailment that had 
troubled him for many years, but hadn’t 
prevented him from selling over 200 
separate lives per year for over a million 
for several years. The affliction to his 
feet started with world war one and 58 
medical doctors have been baffled by the 
condition. In 1941 it caused the ampu- 
tation of his left leg above the knee and 
the painful crippling of his right foot. 

During his long stay in the hospital, 
he began laying the groundwork for the 
almost’ impossible task of organizing a 
new life insurance company in wartime. 
His optimism and belief that to have lost 
his leg after so many years of more than 
Normal activity must be a sign from 
Heaven that he should undertake a new 
task in life has given him the dauntless 
courage to accomplish what everyone 
has agreed was an impossibility under 
Present conditions. 


Made Speedy Recovery 


In 10 days after the amputation he 
Was in a wheel chair, in 12 days had 
stitches pulled and in 30 days was walk- 
ing on his artificial limb. Due to his 
height of over six feet and weight of 200 
Pounds, the amputation above the knee 


‘made walking the more difficult to learn 


under those conditions, but that didn’t 
Stop Vic Pettric. In his pocket he car- 
tied an affidavit that had been sent to 
him from a leg manufacturer to the ef- 


XUM 


fect that one of their customers had 
worn a leg in 58 days, but Vic Pettric 
was walking on his in 30 days and mak- 
ing difficult trips to see important peo- 
ple who would endorse his plans. 

He determined from the start that the 
company would be dedicated to high 
ideals of institutional integrity. To this 
end, he called on hundreds of persons 
personally and secured the actual signa- 
tures of over 200 sponsors who endorsed 
the plans he outlined. Faced next with 
the initial expense of organizing the 
company, he personally obtained $100 
contributions to a. memorial fund from 
77 personal friends and all organization 


expenses were paid in advance. He has 
not received any salary for his work for 
over 3% years of organization work. 

He set out to raise $500,000 capital 
and surplus and was told that it would 
be impossible. He has established a 
number of “firsts” that have never been 
done before in the insurance business. 
After submitting 27 names to the insur- 


ance commissioners, he was _ finally 
granted the name, Constitution Life 


Company of America. Insurance com- 
missioners had agreed in recent years 
not to permit any duplication or near re- 
semblance to existing names of compa- 
nies. He had drafted a charter embody- 


ing the good features of 64 charters of 
other American life companies, and in- 
cluded several unique and original ad- 
vantages not heretofore known to the 
life insurance business. 

Almost single-handed, due to the 
gasoline and manpower shortage, and 
low sales commission of only 6% al- 
lowed for the sale of the stock, Pettric 
secured the $500,000 from 566 stockhold- 
ers in record-breaking time. Before the 
stock had all been sold, he had negoti- 
ated a merger with another well-estab- 
lished life company having about $25,- 
000,000 in force, Constitution Life to be 
the surviving company, and_ several 





For A FARMSTEAD 

situated north of a 

highway . . . planned so 
barnyard odors are not carried 
by prevailing winds to the house 
(left lower center)... All units 
arranged to save steps and work. 
SuccEssFUL FARMING supplies 
working blueprints on receipt 

of 10 cents per sheet. 
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water systems; hoists, cranes, 


With a picture of the factory! 


. .. Laid out and planned for function, with regard for roads 
and rains and crosswinds, crops and convenience . . . the 
factory includes a home for a family; barn, feed lofts, silos; 


sheds, pens and shelters for the stock; wiring, pipes, drainage, 


conveyors; powered pumps, Saws> 


grinders, mixers, milking mechanisms; heating, refrigerating; tractors, 


trucks, passenger cars; plows, cultivators, rakes and weeders, binders, threshers, combines; 


workshop, kitchen, churn, cream separators; wire, roofing, lumber, nails, paint, 


gas and oil; stock feeds and fertilizers, seeds and livestock... 


Isn’t a family with a factory a better prospect for better volume sales of 
more commodities than one which merely buys for its own needs? . . . 
And a successful farm a better market per family than even the best of 


urban families? ... Did you know that Successrut FaRMinc is one of the | 




















leading media for industrial advertising—as well as a major consumers’ 


media? Well, it is! ... With 1,150,000 of the country’s best farmers, who have the largest 


farm investments, yields, crops, cash incomes, plus the unprecedented savings from five good 


seasons .. . and the accumulated demands of three war years, SuccEssFUL FARMING’S 


market is too important to be overlooked in the postwar plans of any life insurance underwriter 


who wants business from the best of the national market! . . . For details, ask any Office... 


SUCCESSFUL Farminc, New York, Chicago, 


Des Moines, Los Angeles, 


Atlanta, San Francisco 
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other widespread transactions are un- 
derway. At the stockholders’ meeting 
to vote on the merger there were prox- 
ies to Pettric on 87% of the stock, 54 
persons attended the meeting and after 
full disclosure of the facts there was a 
unanimous vote in favor of Col. Pet- 
tric’s recommendation for merger. 

On Dec. 19th, 1944, the California in- 
surance commissioner, Maynard Garri- 
son, granted the certificate of authority 
and the release from escrow of the funds 
so that early in 1945 Constitution Life 
will join its contemporaries in the field 
of ordinary, group, industrial, wholesale, 
life, health and accident, hospital and 
surgical, and will pioneer burial insur- 
ance under nation-wide plans resulting 
from the merger. 


Lengthened Shadow of Man 


It has been said that an institution is 
the lengthened shadow of one man. Con- 
stitution Life gives a magnificent 
shadow to the tireless and miraculous 
efforts of Col. Vic Pettric who learned 
life insurance the hard way and has 
built for himself a background of experi- 
ence and leadership and indomitable 
spirit that should carry him far in the 
executive field. He has made of his han- 
dicaps stepping stones to greater 
achievement which he hopes will inspire 
other men from this war to realize that 
life holds unlimited opportunities for 
those who will strive for them. Vic 
Pettric is the only man in the American 
Legion to have held four Chaplaincies 
simultaneously, and he counts his bless- 
ings daily as coming directly from 
Heaven and says he is on borrowed time 
in order to complete an important mis- 
sion in life... namely, building a sound 
and dependable institution of human 
welfare service to his fellowmen through 
the instrumentality of life insurance. 





Fraternalist Named Pa. 
Deputy Commissioner 


Commissioner Neel, of Pennsylvania, 
has appointed Oscar A. Kottler as dep- 
uty commissioner in charge of the Phila- 
delphia office. 

Mr. Kottler attended Temple Uni- 
versity and the business school of the 
University of Pennsylvania. He began 
his career as an accountant with Helme 
& Mcllhenny, served as a lieutenant in 
the former war, and in 1920 he was 
employed as an accountant by Artisans 
Order of Mutual Protection in Phila- 
delphia. He was named assistant secre- 
tary in 1929, acting most excellent re- 
corder in 1936, and most excellent re- 
corder in 1940. 

Mr. Kottler has been a member of 
the executive committee and has served 
as president of both the Pennsylvania 
Fraternal Congress and the Secretaries’ 
Section of the National Fraternal Con- 
gress. 


D. C. Meeting on Legislation 
for Various Groups 


WASHINGTON —A joint luncheon 
meeting has been arranged for Feb. 1 at 
the Statler hotel here of the Insurance 
Managers Association, Insurance Club 
of Washington, Insurors Association of 
the District of Columbia, and the D. C. 
Life Underwriters Association. 

Ray Murphy, general counsel, Associa- 
tion of Casualty & Surety Executives, 
will report to the industry on the status 
of insurance legislation with relation to 
the anti-trust laws. 

Howard M. Starling, Washington rep- 
resentative of the Association of Cas- 
ualty & Surety Executives, arranged the 
affair, the first of its kind in which all 
local insurance organizations will par- 
ticipate. 





Jones, Lawrence in Newark 


Harry Jones, assistant mathematician 
of Mutual Benefit Life, will address the 
Newark C.L.U. chapter on “The New 
Mortality.” 

Na- 


Howard C. Lawrence, Lincoln 


tional, past president of the New Jersey 
Association of Life Underwriters, will 
discuss “C.L.U. 


Activities for 1945.” 


Effect of Commissions on 
Overtime Pay of Salaried 
Employes Is Set Forth 


NEW YORK—A recent inquiry pub- 
lished in THe NATIONAL UNDERWRITER 
Jan. 5 has raised the question as to 
whether insurance commissions earned 
by a salaried employe after regular 
working hours are to be included along 
with his salary for the purpose of com- 
puting overtime due under the fair labor 
standards act. The wage and hour and 
public contracts divisions of the U. S. 
Department of Labor have released the 
following statement on this matter: 

The fact that the employes are en- 
gaged in the sale of insurance “on their 
own time after hours” cannot, of course, 
detract from the fact that such activi- 
ties constitute hours worked under the 
act. The act as passed in 1938 defines 
the term “employ” very broadly to in- 
clude all time during which an employe 
is suffered or permitted to work whether 
or not he is required to do so. Further- 
more, as the U. S. Supreme Court re- 
cently pointed out in the case of United 
States v. Rosenwasser, a worker is as 
much an employe within the meaning 


of the act “when paid by the piece as 
he is when paid by the hour. The time 
or mode of compensation . . . does not 


control the determination of whether 
one is an employe within the meaning 
of the act... 


Choice of Two Methods 


Where an employe subject to the act, 
and not otherwise exempt, is paid for 
different types of work at two or more 
different rates of pay in a single work- 
week, the employer has a choice of two 
methods of paying overtime. He may 
compute the overtime compensation. 

(1) on the basis of the rate applicable 
for the work performed during the over- 
time hours, or 

(2) on the basis of the employe’s 
average hourly rate during the week. 

If the employer used the second 
method, the employe’s regular rate of 
pay, on which time and one-half must 
be paid, is computed by dividing his 
total weekly earnings at both rates by 
the total number of hours worked in 
the week. For his overtime work the 
employe is entitled, in addition to such 
earnings, to a sum equivalent to one- 
half his regular hourly rate of pay, ar- 
rived at as indicated, multiplied by the 
number of hours worked in excess of 
40 in the week. 


Example Is Given 


Thus if, during a particular week, an 
employe whose weekly salary is $48 en- 
gages in the sale of insurance and works 
48 hours, including the time spent in 
selling insurance, and receives from his 
employer commissions totaling $48, his 
average hourly rate for that week would 
be $2 ($96 + 48 hours); the employe 
would then be entitled to receive, for his 
overtime hours worked, an additional 
$8 (4% x $2 x 8 hours). 


Brokerage Doesn’t Count 


In arriving at the employe’s regular 
rate of pay, it would not be necessary 
to include commissions paid the em- 
ploye by other insurance agencies, nor 
time spent in work for them, assuming, 
of course, that such agencies are acting 
entirely independently of each other 


Marks Leading Agent 
of N. E. Mutual in 1944 





David Marks, Jr., 
led New England 
Mutual agents in 
1944 for the second 
consecutive year. 

Mr. Marks joined 
the Isadore ,Freid 
agency of the com- 
pany, New York 
City, in Feb., 1942. 
In 1943 he estab- 
lished a new record 
for the largest vol- 
ume of business 
ever produced by 
an agent of the 
company in one 
year. He has now 
qualified as a life 
member of the Mil- 
lion Dollar Round Table. Mr. Marks is 
a former president of the Newark C.L.U. 


of New York City, 





David Marks 





Two Changes Are Made in 
Ryan Agency of Detroit 


Two appointments have been made in 
the R. M. Ryan agency of Equiable 
Society in Detroit. Carleton P. McLain 
has been named assistant agency man- 
ager, with office in the Detroit agency, 
and C. Warren Wagner has been ap- 
pointed district manager at Flint. 

Mr. McLain joined Equitable at De- 
troit in 1927 and was 
instructor in 1928 and assistant agency 
manager in 1929. He developed an out- 
standing unit. In 1934 he was named 
agency supervisor, and now returns to 
his status as assistant agency manager 
and will develop a new unit. 

Mr. Wagner became associated with 
Equitable in 1937 while in college, work- 
ing part time. After graduation he 
joined his father, F. O. Wagner, dis- 
trict manager of Equitable at Bay City, 
Mich. 





Columbian Nat'l Agency Leaders 


The William S. Vogel agency of Co- 
lumbian National, Newark, led in vol- 
ume for 1944, paying for 29% more 
business than in 1943 and finishing in 
fourth place in accident and health. The 
Thayer Quinby agency, Boston, was 
second. Leo Coffman’s agency at St. 
Louis was first in accident and health 
for 1944, and fourth in life volume. The 
R. F. Coffman agency, Wichita, Kan., 
was second in accident and health. 





Harry Baker, 43, district manager at 
Louisville for National Life Ac- 
cident, died at St. Anthony’s hospital 
after a heart attack. He was a native 
of Michigan and had been with the 
sli 19 a 





with respect to the employment of the 
particular employe. 

The above does not constitute a new 
requirement but represents the position 
which the divisions have consistently 
maintained. Information on the regu- 
lations is included in interpretive bul- 
letins 4 and 13. This data may be se- 
cured from the National Office of the 
Divisions, 165 W. 46th street, New York 
19, N. Y., or from any regional, branch 
or field office. 





Life Companies Report on 1944 Results 








yen. ae. New Bus. 1944 Ine. 1943 Ine, 

1943 in Force in Force 
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Sun Life, Md. 


Includes increased and revived. 





named agency .- 


Spotlight on 
Brainard in Chicago 


Morgan B. Brainard, president of 
Aetna Life, made his annual appearance 
before the Chicago agency organization 
of his company at the dinner following 
the sales congress of the R. S. Edwards 
agency. Mr. Brainard regularly goes to 
Chicago at this time of the year to at- 
tend the directors meeting of Swift & 
Co. and the Chicago agency times its 
sales congress to coincide with that 
visit. Since the Chicago agency came 
out in top position among all Aetna Life 
agencies in 1944, the occasion was all 
the more significant. 

Mr. Brainard on these occasions be- 
trays his very human qualities that en- 
dear him to the organization. Custo- 
marily he sits next to Arthur Hicks, ro- 
tund, small and jolly local agent of 
Joliet, and the two engage in hilarious 
banter which is watched intently by 
everyone in the room. Another custom 
is for Mr. Brainard to wear the Christ- 
mas necktie that is sent to him each year 
by Max Goldstein, Chicago office agent, 
This year Mr. Brainard was subjected 
to many unkind remarks regarding the 
tie and he and Mr. Hicks ostentatiously 
engineered a swap on the spot. Another 
custom is for Alice Blue, well known 
pianist and radio performer, to be seated 
on the other side of Mr. Brainard. They 
have become good friends and this is the 
annual reunion. 

Mr. Brainard, in his talks, always. gets 
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under the skin of his listeners immedi- 
ately. He spoke with an intimate touch 
and instead of merely announcing deci- 
sions or results traces some of his own 
thought processes that led him to his 
conclusions. He spoke feelingly of S. T, 
Whatley, agency vice-president, who 
died just recently. 


Appointment of Coolidge 


He said that Mr. Whatley before he 
became ill and with no premonition of 
trouble, told him that Robert B. Cool- 
idge was the man to succeed to Mr. 
Whatley’s position. Mr. Brainard said 
he kept the microscope on Mr. Coolidge 
for a year thereafter to satisfy himself 
that Mr. Whatley’s judgment was cor- 
rect. Mr. Coolidge measured up in Mr. 
Brainard’s estimation and hence when 
Mr. Whatley died the decision to name 
Mr. Coolidge as agency vice-president 





was an automatic one. 

Usually Mr. Brainard at this dinner 
reviews the record of the year in vari- 
ous departments of the Aetna Life com- 
panies but this year he merely con- 
tented himself with saying that it was a 
good year in practically every depart- 
ment. 

Gifts were presented at the dinner by 
Al Bluhm in behalf of the agency to 
Paul Williams, who the next day was 
installed as the new Aetna Life general 
agent at Indianapolis. 

A large number of agents have gone 
out from the Chicago office to become 
general agents in other cities and Mr. 
Hicks in referring to the Williams ap- 
pointment got a laugh when he said, 
“We keep weeding them out.” 

A letter of congratulations was read 
from Wilmer Hammond, general agent 
at Los Angeles, who finished the year in 
No. 2 position. ; 

John Neblett, radio performer who 3 
best known for his feature, “So the 
Story Goes” and who had stolen the 
show in his talk before the business 
meeting, convulsed the dinner group 
with some stories. 





Metropolitan Life Changes 


B. L. Ehrmann, manager at Greeley, 
Colo., for Metropolitan since 1940, has 
been appointed manager at Pittsburg, 
Kan. He started as an agent in 1933. 

Harry Lucas, formerly a manager at 
Kansas City succeeds C. H. Longen- 
ecker who has retired as manager at 
Moberly, Mo., under the retirement pro 
gram. Starting as an agent in 1932 Mr 
Lucas became manager of the Swope 
Park district in 1941. 
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Group Annuity for 
Welfare Agencies 





(CONTINUED FROM PAGE 4) 


another or from one community to an- 
other without sacrificing any benefits. 

The retirement benefit is variable de- 
pending on age at enrollment, earnings 
and length of service. For instance, a 
male starting at age 30 with level earn- 
ings of $2,500 at age 65 would get a 
retirement annuity of $750 a year. 

A male, entering the plan at age 20 
and receiving a level salary would at 
retirement at age 65 receive an annuity 
of 41% of his annual salary. A male en- 
tering at age 60 would receive 3% of 
annual salary as retirement annuity. For 
women the comparable percentages are 
36 and 3. 

It is announced that if the social se- 
curity act is amended to take in em- 
ployes of non-profit organizations the 
plan will be revised. 





Perry Chairman, 
Maclean President 


(CONTINUED FROM PAGE 1) 


elected secretary. He was elected vice- 
president and director in 1928. 

Mr. Perry is a trustee of the Hamp- 
den Savings Bank, chairman of the in- 
vestment committee of Soringfield Hos- 
pital, and a director of the five Spring- 
field Fire & Marine companies. 

He is a fellow of National Office 
Management Association, and is a past 
president and director of Life Office 
Management Association of which he is 
a founder. 

Mr. Maclean entered Massachusets 
Mutual service in 1916 as assistant ac- 
tuary, and was appointed associate ac- 
tuary in 1922. He was elected second 
vice-president and actuary in 1928, di- 
rector in 1929, and vice-president in 
1936. 

He is a fellow of the Actuarial So- 
ciety of America and has served on the 
examining committee and the executive 
council of this organization. He is a 
member of the legislative committee of 
the Life Insurance Association of 
America and chairman of the actuarial 
committee of the American Life Con- 
vention. He has held office in many 
important life insurance committees. 

Born and educated in Glasgow, he 
came to America in 1910 and was as- 
sistant actuary of Home Life for six 
years before going with Massachusetts 
Mutual Life. 

Lt. Col. Ralph A. Armstrong, who 
will resume his work in the law depart- 
ment of Massachusetts Mutual, was ap- 
Pointed assistant counsel. He was an 
attorney for the company from 1931 un- 
til he resigned when called to duty with 
the army, with the rank of maior. 
Roger W. Bennett, member of the 
Massachusetts bar and for the past two 
years employed in the law department, 
was appointed an attorney. 

As executive officer of the Bridgeport 
military district, first corps area service 
command, Lt. Col. Armstrong, now on 
terminal leave after four years of mili- 
tary service, was in charge of reserve 
officers and enlisted personnel, serving 
as instructor and liaison officer. While 
on this duty he was promoted to lieu- 
tenant colonel. In 1942, he sailed for 

ngland on the Queen Elizabeth, and 
was in charge of the ship’ s anti-aircraft 
guns. After training in southern Eng- 
land, he took part in the North African 
invasion, being in command of the 
searchlight and radar battalion, and part 
Of the time served as regimental com- 
mander. He was in the Morrocan-Al- 
ferian, Tunisian, Sicilian, and Italian 
Campaigns. He served under General 
Patton of the 7th Army in Sicily, and 
under Gen. Clark in the North African 
In the former 





‘eWar, he was a first lieutenant of field 
artillery, and served in France. 
€ was graduated by Brown Uni- 


XUM 


versity in 1917 and by Northeastern 
University law school in 1927. 

Mr. Bennett is a graduate of Am- 
herst. He was employed by the insur- 
ance company in 1935, and received the 
work-training course through which the 
company selects college graduates, ac- 
cording to their aptitude, for depart- 
mental assignment. He worked in the 
claim department from 1906 to 1943 
when he was transferred to the law de- 
partment. He studied law at North- 
eastern University and following his 
graduation was admitted to the bar in 
1944, 


Mortgages Should 
Outyield U. S. Bonds 
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3% on reserves account for a reduction 
in the cost of the policy of $9.89 an- 
nually, he said. Consequently interfer- 
ence with interest rates which benefit 
one group would deny to another group 
the standard of housing to which it is 
entitled, he said. 

For a group of 49 legal reserve life 
companies which at the end of 1943 held 





91% of the assets of all such companies, 
net investment earnings on mean ledger 
assets dropped from the rate of 5.03% 
in 1930 to 3.9% in 1943, he said. 


$4 Billion Smaller Income 


This decline in earnings has meant 
that in the 13 years the net investment 
income of all U. S. legal reserve life 
companies was more than $4 billion less 
than it would have been at the 1930 level, 
and in 1943 alone investment income was 
approximately $600 million less than it 
would have been at the 1930 rate. This 
income reduction for 1943 is about $200 
million greater than the amount of divi- 
dends actually paid or credited policy- 
holders and is more than $250 million 
more than was paid for initial premiums 
on new insurance. 

He pointed out there are 70 million 
policyholders in the United States pro- 
viding their own social security through 
life insurance, and they are paying the 
price for low interest rates. He said 
that a satisfactory spread must exist at 
all times between the rate on mortgage 
loans and that on government bonds or 
mortgages cease to be attractive to in- 
vestors. If mortgage loan interest is 
paid at a gross of 442%, the investor’s 
net return is approximately 3%. It is 
obvious, he said, if this rate is lowered, 


the investor will refuse mortgages and 
purchase long term government bonds 
at 2%4% with no risk involved 

One of the greatest uncertainties of 
the future is the part which the govern- 
ment may play in public housing, par- 
ticularly if this becomes a social goal 
regardless of the ability of a project to 
sustain itself economically. He illus- 
trated how subsidies for low cost hous- 
ing work out through low interest rates, 
unduly long amortization, contributions 
by government agency with money 
raised through taxation, and through 
local tax concessions. The illustrations 
were taken from actual low cost housing 
projects. On a project in which the aver- 
age rental income per unit per month 
was $20.17, subsidies consisted of direct 
payments from the U. S. Treasury via 
the Federal Public Housing Authority 
of $8.38, advantage in low cost financing 
of $12.66 and a local tax concession of 
$2 for a total of $23.04. 


Problem One of Income 


Thus, he said, low cost housing is not 
obtained by any miraculous method, but 
by eliminating charges private industry 
must pay and transferring these charges 
to all taxpayers who must pay them in 
the end through higher levies, local or 
national. He wondered if the private 
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Ba MEI I EE CTE Oe Pe OTS OEE CEEOL END PPR Te TY POPE eT Peay ey $132,611,722.74 


PORTION OF CURRENT YEAR’S piney J AVAILABLE FOR FUTURE DIVIDEND DECLARA- 
ON TO PARTICIPATING POLICYHOLDERS 


CAPITAL STOCK "AND GUARANTY FUND 500,000.00 
STOPAL IN ee ie ccs hin cc Sven d Ps i ee ee $139,892,224.29 


@Actual Market Value of Bonds is more than $1,197,000 in excess of the amounts shown above. 
Does not include liens totaling $573,050 which have been discharged by payments in cash or credit by policyholders, nor $74,502.27 liens on 
hich items will share in future lien reductions. 
@lIncludes assets in ‘Old Company Account’? established under Purchase A b 
Insurance Department of the State of Missouri, (co 
reserved a lien to protect certain liabilities therein 
on file with the Superintendent and with the company. 
@Full net legal reserves on policies issued by General American Life are secured by deposit of approved securities with the Speriveadens of the 
Insurance Department of the State of Missouri. The capital stock, guaranty fund, and surplus are additional protection to all policyholders. 

A detailed report of the company’s financial condition and bond holdings may 

be secured upon request. Address inquiries: Publicity Department,—Section N. 
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housing industry could exist long beside 
a low cost housing industry subsidized 
to this extent. There is a problem of 
supplying housing for people with low 
incomes, but if low incomes result from 
substandard wages earned by those able 
and willing to work, he suggested that 
this problem is being attacked by estab- 
lishing minimum wage standards by the 
government and by collective bargaining 
by organized groups of workers. In 
times of depression the government 
might issue rental certificates covering 
a portion of the monthly rental which 
would be a form of relief not disguised 
by hidden subsidies. 

He said that the Federal Housing Ad- 
ministration has made to housing an 
outstanding contribution in this genera- 
tion, one which provides a fair return to 
the investor and to the building inter- 
ests, at the same time making it possible 
for the borrower to purchase a home on 
a fair basis. 

He said he believes that the FHA, the 
Federal Home Loan Bank Administra- 
tion and the Federal Public Housing Ad- 
ministration should function separately 
because each has been created for a dif- 
ferent purpose and a combination would 
impair efficiency. 





First Amicable Millionaire 


Clarence Tillman of Corpus Christi 
was the 1944 leader in volume of Amica- 
ble Life. He produced $1,070,388 and is 
the first Amicable agent to account for 
the production of $1 million of new busi- 
ness in one year. He averaged 12 sales 
per month with a policy average of more 
than $7,000. 


Lehmkuhl C.L.U. Instructor 


Walter B. Lehmkuhl, assistant secre- 
tary of Guarantee Mutual Life, will con- 
duct a C.L.U. study group in “Life In- 
surance Fundamentals” for a number of 
Omaha life insurance men. Weekly 
meetings are scheduled from Jan. 22 un- 
til June. 


Good Auguries 
for New Federal 
Compromise Bill 


(CONTINUED FROM PAGE 1) 

for completion of legislative action by 
or about Feb. 1, when some state insur- 
ance taxes are payable. That result, how- 
ever, does not seem practicable to some 
industry observers. 

The House is waiting on the Senate to 
act before taking up insurance at the 
other end of the capitol. 

Industry representatives are under- 
stood not to have wanted included in 
S.340 the words ‘‘agreement or,” in sec- 
tion 4B relating to boycott, coercion, in- 
timidation. Those words were taken 
from the O’Mahoney bill and inserted in 
the other at O’Mahoney’s suggestion. 

The reported bill is said to have been 
cleared by administration Senators with 
Biddle. 

Senators O’Mahoney and Hatch, ad- 
ministration stalwarts, are understood to 
have voted to report it, as did a total of 
9 or 10 senators. 

It would not surprise industry ob- 
servers if the bill passes the Senate with- 
out opposition, once consideration for it 
is obtained. 

McCarran said before leaving he did 
not think the bill would come up in his 
absence. 

O’Mahoney made some changes in the 
draft of the committee’s report on the 
bill Tuesday afternoon. He is reported 
to have said he might call the bill up for 
consideration in the Senate Thursday. 

The bill was introduced in both houses 
of Congress—by Senator McCarran, 
judiciary committee chairman, for him- 
self and Senator Ferguson, Michigan 
(S. 340) and Representative Walter, 
Pennsylvania (HR1590), who co-spon- 
sored the original insurance state’s 
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YOU CAN EARN— 


you produce like our top 50 men. 


was paid $18,074.39 and the fiftieth 
man $3,607.76. The average income for the fifty was 


Their average paid volume was $156,298; 


Western Life hit an all-time high production record in 
Paid, over $14,000,000; gain in force, over $10,- 
000,000; total in force, $81,415,302. 


General Agency Openings - - In California, Washington, Idaho, 
Montana, Utah and Wyoming for men who can qualify as personal 
Check our Financial Statement. 
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Since 1910 
Assets $21,387,765 
Surplus to Policyholders $2,650,000 


$3600 to $18,000 a year, if 


their average 
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rights bill last Congress, with Rep. 
Hancock, New York, and reintroduced 
it again ‘this month. 

While the principal difference between 
the O’Mahoney bill and the compromise 
bill, aside from the difference in time 
lag” under the moratorium provision, is 
found in section 4(b) of the former, 
analysts of the two measures say it is 
a very vital difference. The O’Mahoney 
bill provides that beginning March 1, 
1946, the Sherman act shall not apply 
to agreements on rates, rating, premi- 
ums, policy or bond forms, underwrit- 
ing rules, if such rates, rules, methods, 
forms, premiums are filed with and ex- 
pressly approved before their use by 
state authorities. 

Thus, it is assumed, the O’Mahoney 
bill would require every state to have, 
or set up, an agency with power and 


authority to pass on all such agree. 
ments, etc., and which would have to 
pass upon them before action could be 
taken thereunder. In other words, it is 
contended, the O’Mahoney bill sets up 
a federal pattern for the states and the 
companies to follow, in a measure, by 
requiring their acts to be approved be. 
forehand by the states. 

The McCarran- Ferguson-Walter com, 
promise substitute, however, does not 
undertake to specify how i 
operations shall square with the anti. 
trust laws after the moratorium periods 
run out. 

Under the O’Mahoney bill, the proviso 
that agreements, etc., shall not be ef: 
fective until after state approval, it is 
believed, would. have the effect of de! 
laying action. Frequently, it is neces, 
sary to act immediately on some matter, 








Statements Uniformly Satisfactory 
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account. Real estate holdings of $2, 
763,372 were liquidated during the year. 

Direct government ‘obligations 
amounted to $46,875,928, an increase of 
$16,696,753. 

The market value of bonds was $1,- 
197,065 in excess of the value at which 
they are carried. 

Payments to policyholders and bene- 
ficiaries amounted to $14,375,798. 

Insurance in force was $748,270,711 
and assets were $139,892,224. 

Special reserves are being maintained 
to absorb anticipated increases in war 
mortality. 


Paid life premiums were up 29.7%; 
paid single premiums and annuities, 
23.9%; paid life volume, 12.6%; partici- 


average premium per 
8.7%. 
clubs 


anil sales, 20%; 
thousand dollars, 
Production membership —in- 


creased 25% over 1943. There was a 
19% increase in full time representa- 
tives. 


GUARDIAN LIFE 

Agents of Guardian Life paid for $50,- 
800,000 of new business last year, an in- 
crease of 17%, bringing the total insur- 
ance in force to $586,280,000. Assets are 
$191,600,000. Lapses, surrenders and 
policy loans reached a new low. Policy 
and claim reserves at the year end were 
$174,530,000, a new record which repre- 
sented an increase of $12,550,000. Sur- 
plus stood at $8,450,000. The sum of 
$2,300,000 was set aside for dividends, 
which will be on the same basis as 
1944. 

Payments to beneficiaries totaled $4,- 
880,000 and living policy holders re- 
ceived $2,880,000. About 32% of assets 
and 59.2% of all securities are in govern- 
ment bonds, purchases of which in- 
creased in the last year by $18,690,000 
matching almost exactly the premium 
total of $19,270,000. 

The net interest earnings rate of 
3.26% was slightly under the 1943 rate. 
Of total death claims 8% resulted from 
the war. Ratio of actual mortality to 
anticipated was 41.3. 

President James A McLain, in out- 
lining the company’s liberal attitude on 
returning service men said they would 
receive the same salary adjustments as if 
they had continued with the company 
and that refresher courses have already 
been prepared to bring them up to date. 
As in the last two years Guardiafi is an- 
nouncing its statement results through 
50 newspapers in 47 cities where it has 
agencies rather than using the paper and 
manpower to send the material through 
the mail. However, a more detailed 
statement is available for those who re- 
quest it. 


MANUFACTURERS LIFE 

Assets of Manufacturers Life  in- 
creased during 1944 by $23,484,681 and 
now amount to $264,909,571. Policy and 
annuity reserves are $216,075,073. The 
contingency reserve amounts to $4,250,- 
000 and surplus $8,594,000. Thus sur- 
plus to policyholders of $12,844,900 com- 
pares with $11,551,299 the previous year. 





The gross rate of interest earned was 
4.3. 

New. business for the year was $94, 
533,743, being $11,747,056 in excess of 
that for 1943. Insurance in force in- 
creased by $62,773,000 to $790,161,509. 

Disbursements on account of matured, 
surrendered and existing policies were 
$9,391,372 including $1,799,276 dividends 
to policyholders. Death claims amounted 
to $5,497,656. The rate of mortality was 
slightly higher than in 1943. 

Manufacturers Life insurance in force 
is distributed over 313,000 policies on 
about 260,000 lives. 

The U. S. division produced about 
25% of the 1944 new business and the 
U. S. division has more than $175 mil 
lion of insurance in force in its 1 
branches. 


MINNESOTA MUTUAL LIFE 


Assets of Minnesota Mutual Life a 
the year end stood at $70,288,220, a gain 
of 8.1% for the year. Surplus and gen 
eral contingency funds reached $6,024; 
524, increase $633,805. There was placed 
in force the largest amount of new ordi; 
nary business in history. 

Payments to living policyholders were 
$2,378,497, beneficiaries received $1, 
933,769. U. S. government obligations 
comprise 44% of the bond accounts and 
26% of total assets. FHA residential 
loans represent 22% of assets. Sixty 
percent of assets are direct obligation 
or fully guaranteed by federal, state of 
municipal credit. 

New paid business issued was $52, 
779,577. Ordinary paid business repre 
sents a gain of 27.5% over the previous 





District Agency 
Opportunity 
at Tucson, Arizona 
in the 
Land of Sunshine 


Due to recent death this well de- 
veloped 27-year-old agency with 
over $8,000,000 of insurance in 
force on a select clientele is avail- 
able to an experienced under- 
writer who is interested in Agency 
Development as well as large per- 
sonal production. Ordinary Life 
Sales Potentials for this territory 
are 19.30% of total for the State 
of Arizona, or $5,172,000 in vol- 
ume. Located in Tucson is the 
University of Arizona with a 
normal enrollment of 3,400 siu- 
dents. Present population of met- 
ropolitan Tucson is over 70,000 
with an excellent post-war future. 


Send qualifications and_ refer- 
ences to Harold F. Vinson, C.L.U., 
General Agent of The Northwest- 
ern Mutual Life Insurance Com- 
pany. P. O. Box 3936, Phoenix, 
Arizona. 
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year. The average ordinary policy was 
issued for a face amount 24% larger 
than in 1943. Terminations were at an 
all time low. The volume of termina- 
tions was 6.6% less than in 1943 on a 
volume of insurance in force 8.5% 
greater. 


MUTUAL SAVINGS LIFE 


Directors of Mutual Savings Life 
have authorized a further reduction of 
13% in the liens placed against certain 
policies of the old Central States Life 
that was reinsured by Mutual Savings 
in 1941. The amount to be applied to 
lien reduction as of April 1, 1945, is 
$605,197 and is in addition to the 15% 
reduction declared two years ago. 

Payment in cash will be made to pol- 
icyholders who have already paid off 
the principal of the lien and be credited 
to other policyholders entitled to share 
in the distribution. 

Mutual Savings recently disposed of 
its Park Plaza Hotel and other large 
hotel and apartment houses. 

Mutual Savings closed 1944 with $8,- 
328,129 government funds, or 42% of 
assets. 

Total assets are $19,904,116, increase 
about $450,000. Surplus was increased 
from $1,132,520 to $1,428,222, including 
$614,507 in the lien reduction fund. 


NATIONAL LIFE 


National Life of Vermont reports that 
at the end of 1944 assets amounted to 
$290,943,587 or an increase of 8.2%. 
Its investment earnings were 3.43%. 
Including a $2 million contingency re- 
serve, surplus is $14,034,192, increase 
$1,034,721. : 

New life insurance sales were $61,- 
572,948 or an improvement of 29.2% 
over 1943. Insurance in force is $683,- 
019,042, increase $41,536,076. 

Payments to policyholders and bene- 
ficiaries total $22,147,842, including $4,- 
454,106 dividends and $3,673,806 policy 
proceeds previously left with the com- 
pany. Since Pearl Harbor National Life 
has paid claims from war casualties of 
$873,374. The ratio of actual to ex- 
pected mortality was 50. 

National Life has been a leader in 
FHA investments and $32,375,073 of 
FHA war housing loans were made. 

Only 14 FHA loans totaling $50,216 
are in foreclosure. 

Market value of bonds exceeds con- 
vention values by $3,284,731 or 3.79%. 

No reserves on insurance or annuity 
contracts are based on an interest as- 
sumption higher than 3%. 


NATIONAL FIDELITY LIFE 


National Fidelity Life records an in- 
crease in assets last year of $511,851, the 
total now being $7,813,456 and surplus 
advanced by $70,263 to $592,013. Paid 
production was $5,564,584 or 35% better 
than 1943. Insurance in force is $36,- 
732,949, increase $3,561,562. 

The average net yield on the assets as 
a whole was 3.2, as compared with 3.4 
the previous year. Government bonds 
comprised 22% of assets. 


OHIO NATIONAL LIFE 


Operations of Ohio National Life in 
1944 were the most favorable of any 
year in its history. It was the 35th an- 
niversary and insurance in force passed 
the $250 million mark. 

New insurance paid for amounted to 
$26,845,764 and insurance-in-force at the 
end totaled $259,079,893. A total of 
$1,797,684 was paid to beneficiaries; liv- 
ing policyholders were paid $1,838,953. 

Purchases of government bonds 
amounted to $5,894,787, bringing the 
total held to $19,308,815. The assets 
increased by $5,357,463. The surplus 
fund exceeds $3,700,000. 


OLD LINE LIFE 


Assets of Old Line Life last year in- 
Creased $1,914,069 to $29,092,364. Sur- 
Plus to policyholders is $2,365, 207. 

Life insurance in force increased $4,- 
221,802 to a total of $95,095,582, and 
new paid life insurance showed a gain 
Of $2,555,957 to a total of $8,270,814. A 
substantial increase was also recorded in 
accident, health, hospital and surgical 
insurance. 

Payments to policyowners and bene- 


Named by Travelers as 
Superintendent of Agencies 








Thomas W. Cole, who has been ad- 
vanced to superintendent of agencies of 
Travelers, has been 
identified with that 
company since 
1934. He started as 
a field assistant at 
Portland, Me. In 
1939 while affiliat- 
ed with Travelers 
general agency in 
Boston, he was the 
Travelers leading 
producer of life in- 
surance. The next 
year he was made 
manager at Port- 
land and in 1941 
became manager of 
the 42nd Street office in New York. 
More recently he has been assistant 
superintendent of agents. 





Thos. W. Cole 





Toledo Series on Estate Planning 


The Toledo C.L.U. has inaugurated a 
series of five lectures on estate plan- 
ning, to be held in the Toledo Club on 
the fourth Monday evening of each 
month, starting Jan. 22. John Zuber 
and Thomas Kiley, trust officers of the 
Ohio Citizens Trust Co., presented the 
first lecture. Members of the Toledo 
bar, accountants, and bankers have been 
invited to attend the series. 








ficiaries amounted to $1,659,889. 

Retirement plans were adopted for 
field representatives that became effec- 
tive Jan. 1, 1944, and for the home office 
Jan. 1, 1945. Benefits to officers and 
home office employes are designed to 
supplement the federal social security 
program. Benefits at retirement depend 
upon length of service and_ salary 
earned, and include total and permanent 
disability up to the retirement age. In 
addition the plan provides life, accident, 
health, hospital and surgical insurance. 
Cost of the retirement fund, including 
total and permanent disability, hospital 
and surgical insurance will be assumed 
by the company, as well as the entire 
cost of administration. 


PAN-AMERICAN LIFE 


Assets of Pan-American Life at the 
year end stood at about $60 million or 
an increase of $7,217,875 for the year. 
The market price of bonds is substan- 
tially above book value. Government 
bond holdings total about $14 million. 

New insurance written last year was 
$34,311,715 and insurance in force in- 
creased by $20,302,397 and stands at 
$225,585,309. Payments to policyhold- 
ers and beneficiaries totaled $3,531,219. 
Surplus to policyholders totals $3,- 
651,612. 

Under the mutualization plan, to be 
completed in 1952, Pan-American has 
retired more than 30,000 shares of stock 
out of a total of 100,000, since March 1, 
1943. 


PHOENIX MUTUAL LIFE 


Phoenix Mutual in its new statement 
reports assets $357,346,000, the increase 
of $26,473,000 being larger than for any 
previous year. Government bonds com- 
prise 354%4% of assets. Surplus is $14,- 
625,000, increase $2,311,000. New insur- 
ance paid for was $53,657,000, increase 
18%, insurance in force is $783 million, 
increase $31,668,000. 

Only 1.8% of insurance in force at 
the beginning of the year went off the 
books for any reason except death or 
maturity. Benefits paid on settlement 
options amounted to $15,396,000. 


Union Mutual Increase 


In 1944 Union Mutual Life of Maine 
showed an increase of 5.8% in paid busi- 
ness over that of 1943. Paid business 
in December gained 1.9% over Decem- 
ber, 1943. 

The company gained $13 million in 
insurance in force in 1944, bringing its 
total to a new high of $122 million. 





INVENTORY 
TIME 


It’s time to take stock, 


and to make plans for 
1945. 


Our New Year’s wish 
to all in the insurance 
fraternity is that all 
your resolutions will 
stick ... and that all 
your hopes, includ- 
ing Peace through 
Victory, will be realiz- 
ed before this year has 
gone. 
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Sales Ideas and Suggestions 








Panel of Agents, Supervisors 
Presents Practical Ideas : 





NEW YORK—Five agents and five 
supervisors gave practical sales ideas at 
a meeting sponsored jointly by the New 
York City Life Underwriters Associa- 
tion and Life Supervisors Association. 

Speakers were C. E. Steinhoffe, sales 
planning division Home Life; C. T. Far- 
row, Jr., Shoemaker agency Provident 
Mutual; A. W. Smith, Kuesel agency 
Phoenix Mutual; R. A. Philpot, Larkin 
agency Connecticut General, and Sidney 
Wolkenberg, Knight agency Union Cen- 
tral. 

The following supervisors participated: 
Brooks Palmer, Wilson agencv Equit- 
able Society; Edward Rosenbaum, 
Camps agency John Hancock; Hans 
Wirsing, Dunsmore agency Equitable 
Society; Murray April, Hancel agency 
Continental American and A. H. Ober- 
heim, Bowers agency Mutual Life. H. N. 
Sloane, supervisor McNulty agency, Pru- 
dential, was master of ceremonies. 
Shoemaker, general agent Provident Mu- 
tual, president, announced the next meet- 
ing would be Feb. 15 with William Wer- 
ber, New England Mutual, Washington, 
as speaker. 


Brochure Builds Prestige 


Mr. Steinhoffe emphasized the impor- 
tance of building prestige through the 
preapproach. He mails a brochure and 
follows with phone call asking for an 
appointment. He asks the prospect to 
have his policies ready to be picked up 
*for analysis and audit. Referred leads 
from prospects are valuable and are ob- 
tained in sufficient number to keep him 
busy all the time. If expected, the 
agent is well received and has made the 
best beginning possible. 

Showing how he prepared his sales 
plan for the month, Mr. Farrow lists 
his contacts in five coluumns as re-rates, 
new, best bets, effected, and sales made. 
If the results show he made 37 calls to 
obtain 18 sales interviews producing six 
sales for $37,000, it indicates that one 
sale is made for every three interviews. 
The number of sales interviews there- 
fore must be increased if it is desired 
to make more sales. 

He uses the telephone extensively in 
making appointments; sends a preap- 
proach letter stating a friend or associ- 
ate told him about a recent promotion, 
addition to the family, marriage, etc., 
and then calls on the phone a week or 
two, later. If he has trouble in reaching 
the prospect he tells the secretary he 
has been referred to Mr. Jones by a 
friend or is calling with reference to a 
letter Mr. Jones received, which is usu- 
ally effective. Mr. Smith gets good re- 
sults requesting prospects to recommend 
him to friends by phone. 


Referred Prospecting Effective 


Building a clientele through service 
was discussed by Mr. Philpot, who ob- 
tains from eight to 15 names from each 
center of influence. A person is more 
inclined to open up when he is not un- 
der pressure to buy and more names 
often are obtained from a person the 
agent doesn’t sell than from one he does. 
Mr. Philpot urged agents to forget about 
fear of not making a sale when calling 
on the prospect and approach him with 
a desire to help. He said he had not 
met with much success in the business 
until one center started him off on re- 
ferred prospecting by giving him letters 
of recommendation to friends, and he 
has followed up this policy since. | 

By making it easier to pay premiums, 
an agent makes it easier to sell, Mr. 


Wolkenberg stated. He opens a savings 
account for his clients who agree to pay 
him from $7 to $1,000 monthly and Mr. 
Wolkenberg handles their premium pay- 
ments. He approaches the prospect by 
asking him how much he can afford to 
invest in life insurance weekly or 
monthly. He has from 60 to 65 savings 
accounts in the names of insured and 
only they are privileged to make with- 
drawals. Checks are made payable to 
the bank for deposit only. Balances of 
the accounts run from $10,000 to $12,000 
over the year. When he has from 150 
to 200 accounts, Mr. Wolkenberg said 
he was going to retire. This plan is 
effective because there are no lapses. 


Bind Business Immediately 


Mr. Palmer said waiting never added 
to any one’s enthusiasm for life insur- 
ance and by binding the business through 
collecting the premium with the applica- 
tion the agent eliminates outside inter- 
ference, saves time in delivering the 
policy, insures delivery, and favorably 
impresses the home office underwriter 
in a borderline case where he may be 
uncertain otherwise of the insured’s in- 
tention to pay. 

A 20 payment life policy may be a 
satisfactory alternative to term insur- 
ance when a firm is afraid to make a 
long commitment for a large amount 
for key man insurance, Mr. Rosenbaum 
pointed out. The extended insurance 
feature is a very valuable part of the 


policy. After seven payments, the pol- 
icy is kept in force for an additional 
13 years. He calls the policy seven 
payment 20 year term. 

Answering the “buying war bonds” 
objection, Mr. Wirsing shows the differ- 
ence between war bonds or life insur- 
ance in the event the prospect should 
die. The best way to handle it is to 
try to anticipate it in advance by point- 
ing out that life companies are purchas- 
ing war bonds in excess of their pre- 
mium income and by buying life insur- 
ance the prospect does an extra job. 


Delivering Rated Up Policy 


There are no bargains or excessive 
prices in life insurance, Mr. April em- 
phasized in describing how, he delivers 
a rated up policy. He tells the insured 
he is disappointed that he did not pass 
a good examination, but if the physical 
impairment clears up, the company will 
be happy to make another examination 
and if satisfactory reduce the premium, 
If the insured becomes worse, the policy 
is a valuable asset which can’t be re- 
placed. He tells the prospect he doesn’t 
value his affection for his family in 
terms of the dollars and cents which 
mark the small difference in premium 
between a standard and rated up policy. 

Mr. Oberheim shows the prospect the 
valuable inheritance he receives when 
there is an addition to his family if he 
is covered under social security. If the 
prospect is earning $3,000 a year, the 
value of the social security survivorship 
benefit payments is about $11,000 for 16 
years. Mr. Oberheim follows birth no- 
tices in his community paper and has 
written a large volume of business by 
calling the attention of new fathers to 
this fact in a letter. 





New Prospect a Day and Group 
Sales Efforts Urged by Newman 





DETROIT—Adding the names of one 
or more good prospects per day to 
one’s prospect files is the simplest 
method of maintaining production, 
Lowell L. Newman, associate general 
agent Penn Mutual, Fort Wayne, and 
leading producer, told the Detroit Life 
Underwriters Association. Mr. New- 
man has been a member of the Million 
Dollar Round Table since 1934 and last 
year paid for $2,875,000 on 155 lives. 

Constructive prospecting should be 
the agent’s first consideration, Mr. New- 
man declared. A large list of names and 
addresses is desirable, but unless the 
agent kows a good deal about each per- 
son and still thinks he can sell him, it 
is a suspect list rather than a prospect 
list. 

For many years he has made it a rule 
not to go to bed until he has added at 
least one good prospect to his files, and 
often it is five or six. There has never 
been a time since when he has not had 
the names of more good prospects ‘to 
see than he has had time to see. 


Group Selling Suggested 


Most agents will find that their sales 
go up sharply if they confine their sales 
efforts to prospects in certain groups 
such as doctors, lawyers, members of a 
merchants’ association, church, lodge, 
etc. “Study the group, learn their in- 
terests, their language, their needs and 
their aspirations so you can talk to them 
intelligently about their common inter- 
ests,” he urged. 

“After the first few sales have been 
made to such a group, others will come 
faster because you can use the early 
sales to pave the way for the later ones. 
A prospect will listen to you if he knows 


that several of his friends or associates 
or other people he knows have bought 
from you. This does not mean that you 
must stick always to one group but 
work each group thoroughly before you 
start on another group. Your own pres- 
tige with that group grows with each 
sale made to a member of it, and con- 
tinues to grow in direct ratio to the 
number of sales made within the group.” 

Mr. Newman favors a short sales talk. 
“The fewer details you provide the 
fewer objections you will have to over- 
come. Remember that objections that 
arise are usually based on your remarks. 

“Most prospects are opportunists, so 
exploit any circumstances that give you 
a chance to press for a close, such as 
age change, rate change or option 
change.” 





System Is Agency 
Gas and Oil 


Without system in the agency and in 
personal selling, trouble lies ahead for 
the life man, Hugh S. Bell, Seattle gen- 
eral agent Equitable of Iowa, told the 
Life Agency Managers of Chicago at a 
luncheon meeting. Mr. Bell is a trustee 
of the National Association of Life Un- 
derwriters, chairman of the general 
agents and managers division of that 
organization and has been president of 
the Seattle C.L.U. chapter, Seattle As- 
sociation of Life Underwriters and gen- 
eral agents and managers division there. 
System is the “Agency Gas and Oil,” 
which was his subject. 

Mr. Bell’s agency has a_ regular 
course of procedure, a time routine, desk 


routine, work quotas. The agency meets 


every work day morning from 8:30 to. 


8:45. There is a specific plan of keep- 
ing score of the agent’s work which calls 
for 10 calls daily, four interviews in 
which the agent talks at least 10 min- 
utes and tries to get some commitments 
or at least a concession. 


Several Other Requirements 


Mr. Bell asks that they secure four 
new names. They must work three 
nights a week in canvassing. He feels 
an agent should have at least three 
lunches weekly with prospects and pre- 
pare seven charts each week. The app- 
a-week club is a big thing in increasing 
an agent’s production, Mr. Bell said. 

He has an approach book containing 
his own personal material which he ex- 
hibited. He believes in visual selling 
and simple sales talks. His agents use 
the social security selling plan in al- 
most every approach and interview. He 
has only seven agents under contract 
now but their paid premiums range up 
to $7,300 and they average about $400,- 
000 annual production. 


Report on TWI Program 


Mr. Bell was introduced by Dwight 
Ingram of Griffin, Ingram & Pfaff, Chi- 
cago general agents of Equitable of 
Iowa. Among the guests were A. C. 
Paff, and also H. O. Nelson, general 
agent Equitable of Iowa in Chicago. H, 
J. Johnson, president Institute of Life 
Insurance, attended. C. Howes, 
Berkshire, was chairman. J. D. Moyna- 
han, Metropolitan, president Chicago 
Association of Life Underwriters, re- 
ported on that organization’s Saturday 
sales forums to start Feb. 10. L. §. 
Broaddus, Guardian Life, president Illi- 
nois Association of Life Underwriters, 
reported on the TWI (training within in- 
dustry) system and J. M. Royer, Penn 
Mutual, on the use of that system in 
building his sales force. 
plan successfully on eight agents. 


Schriver Tells Way 
to Leadership 


Eight cardinal principles in attaining 
leadership in the world ahead were set 
forth at a luncheon meeting of the Chi- 
cago Association of Life Underwriters 
Thursday by Lester O. Schriver, Peoria, 
Ill., general agent of Aetna Life and 
past president National Association of 
Life Underwriters. First is the develop- 
ment and maintaining of a sense of humor. 
Mr. Schriver said it is life’s greatest 
solvent. 

Second, he said, go forward with an 
open and expanding:mind. People need 
to do some sane thinking in these days. 
Too often they are merely rearranging 
their prejudices. He said this has been 
a decade of loose thinking and there are 
many signs that thougnt has been sus- 
pended. He asked whether the people 
are yet set for democracy. He said 
plain horse sense is needed. 





Against Dogma and Prejudice 





He tried thef vi 





Dogma has done much to impede 
progress, Mr. Schriver holds. “We fail 
to realize that that which we believe to 
be truth was only an intrenched preju- 
dice. Go where truth leads even though 
it may take you into the unknown. All 
progress is the result of some straight 
thinking on the part of someone.” 

He set realism as the third princt 
ple. “Let us be realists,’ he urged. 
“Deal with the world and events as they 
are. Our lack of realism has placed us 
where we are. 
ists and America Firsters played into 


Our idealists, isolation} . 
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opiates, but a clear understanding of life. 
That means an understanding of God, 
and our relation to the whole scheme of 
things.” 

Next, he says, don’t seek to be relieved 
of all the problems of life. “Struggle 
is a part of life. A nurse-maid state 
would eventually destroy initiative, all 
sense Of responsibility, all self-reliance 
and even progress itself. Perhaps here 
is our greatest danger. 


Benefits of Enforced Labor 


“Footprints in the sands of time are 
not made while sitting down. Thank 
God every morning when you get up 
that you have something to do that must 
be done whether you like it or not. Be- 
ing forced to work and to do your 
best will breed in you _ self-control, 
strength of will and 100 other virtues 
which the idle will never know.” 

“Learn to know and like people, and 
help plan a world which’ includes them 
all,’ Mr. Schriver adjured as his fifth 
principle. “Too much of our planning 
has included simply those whom we 
know. We must help others to better 
themselves, not merely be willing. Know 
your neighbor.” 

Then, he says, “learn to engage in 
wholesome recreation, as long as you 
live. Don’t worry too much about act- 
ing your age. Laugh at yourself at 
least once a week,” 

Seventh, he suggests, “Develop a taste 
for the beautiful. Learn good poetry. 
Cultivate the arts. See God in his uni- 
verse. We can take even the world 
we have left after the war and live a 
happy, useful life.” 

Finally, “Place service above every 
other consideration. We are learning 
these days that high service is immortal. 
If money has been your life motive the 
joke is on you.” 





Regional Mass. Mutual Parley 


ST. LOUIS — Pension trusts were 
among the topics discussed at a two-day 
meeting of four general agencies of 
Massachusetts Mutual Life here. 

At dinner session Chester O. Fischer, 
vice-president; Charles W. Hall, assist- 
ant director of agencies; Dr. Howard B. 
Brown, associate medical director; Lam- 
bert M. Huppeler, assistant director of 
agencies, and Robert Ardeson, agency 
assistant were the principal speakers. 

The program was arranged by the 
general agents in Peoria, C. W. Reuling 
and K. E. Williamson; in Kansas City, 
Arthur Lynn; in St. Louis, R. D. Low- 
enstein, and in Mattoon, IIll., C. C. Co- 
valt. Some 82 agents and others at- 
tended the gathering. At the dinner the 
leading producer of each agency had a 
place at the speaker’s table. They were: 
J. D. Bond of Robinson, Ill, Mattoon 
agency; I. D. Rubin of Kansas City, 
Morey Landwirth of Peoria, and A. E. 
Veith of St. Louis. 





Ill. C. of C. Insurance Group 


The insurance committee of the IIli- 
nois state chamber of commerce of 
which Chase M. Smith, Lumbermen’s 
Mutual Casualty, is chairman, has now 
been named. Other than strictly fire 
and casualty men the members are: Ray 
S. Bass, A. E. Staley Manufacturing Co., 
Decatur; Charles E. Becker, president 
Franklin Life; Rollin M. Clark, vice- 
president Continental Assurance; E. H. 
lenning, president Illinois Bankers 
Life; Alfred MacArthur, president Cen- 
tral Life of Chicago; George F. Manzel- 
mann, president North American Acci- 
dent; E. A. McCord, president Illinois 
Mutual Casualty; G. J. Mecherle, chair- 
man State Farm Life; Raymond Olson, 
President Mutual Trust Life; C. O. 
Pauley, secretary Great Northern Life; 
Charles B. Stumes, Penn Mutual, Chi- 
cago; R. J. Wetterlund, general counsel 
Washington National. 





_ Western Reserve Life of Austin, Tex., 
8 sponsoring a broadcast in which 
Texas legislative proceedings are viewed. 


Per Family Is 
Now $4,300 


‘The wartime rate of increase in life 
insurance in force is double the pre-war 
rate and brings the average of life insur- 
ance per family to $4,300, the Institute 
of Life Insurance reports. This com- 
pares with $1,400 at the end of the last 
war in 1918. Life insurance ownership 
is now spread to 70,000,000 persons, 
under 146,000,000 individual policies. 

During the past year, total payments 
to policyholders and beneficiaries in- 
creased by nearly 5% to $2,474,000,000. 
Much of the increase is accounted for 
by the greater death benefits paid, up 
about 9% because of war deaths among 
service men who owned civilian policies. 
Paythents under matured endowments 
also showed a material increase in the 
year, rising. to $349,000,000, compared 
with $260,000,000 in 1941, 


Leaders of Mutual Life in 
Volume, Policies Given 


The New Orleans agency.of Mutual 
Life of New York under R. F. Lawton 
advanced from fourth place in 1943 to 
first in 1944 in volume. 

The Oakland agency under A. C. Nel- 
son led in number of policies sold and 
was third in volume. Second in volume 
was the Richard E. Myer agency, New 





* York City, followed by Los Angeles, G. 


A. Sattem; San Francisco, Gordon W. 
Hay; Baltimore, R. C. Wonderlic;. Cun- 
ningham, Jones, New York City; Mil- 
waukee, George A. Knutsen; Kassoff 
agency, New York City, and Grand Rap- 
ids, Charles E. Brown. 

The other nine of the first 10 leaders 
in number of policies are New Orleans, 
Myer; St. Paul, H. W. Moore; Detroit, 
John W. Paige; Wichita, Percy G. Gib- 
son; Haryzisburg, F. I. Neiderer, and Des 
Moines, Thomas B. Read. 


Leads Capitol Life with Million 


Robert Ginsburg, St. Louis manager 
of Capitol Life, was the top personel 
producer during 1944 by a substantial 
margin with $1,169,750 in paid business. 
However, he was topped for December 
production honors by a man in his own 
agency, Sigmund Lippman who wrote 
$198,470 and $996,480 for the year. The 
St. Louis agency paid for a total of 
$3,101,130 in 1944. 


Wichita Managers Meet 


The Wichita General Agents & Man- 
agers Association have launched an ac- 
tive year. W. Z.. Johnson, State Farm, 
gave a resume of the Sales Research 
Bureau School held in Chicago and 
President R. F. Coffman, Columbian 
National, spoke on “Managing the Man- 








ager.” Legislative matters received 
final action. The next meeting is 
Feb. 19. 


Bright Leaves Aetna Life Group 


Frederick W. Bright, formerly super- 
visor of the motion picture bureau and 
safety education department of Aetna 
Life affiliated companies, has joined the 
Princeton Film Center at Princeton, 
N. J., as associate director of distribu- 
tion. Mr. Bright has written and pro- 
duced all of the Aetna Life group’s edu- 
cational films since the inception of its 
motion picture bureau in 1940. In addi- 
tion to production duties, Mr. Bright 
was in charge of distribution. 





Canadian War Claims Increase 


TORONTO—War death claims in- 
creased sharply in 1944, it is indicated 
by the annual reports of companies 
which are just being released. 

Imperial Life of Toronto reports that 
in 1944 war claims were 14% of the to- 
tal and the average for the first five war 
years was 8%. 

London Life reports that war claims 
in 1944 were twice as large as in the 
previous year. 


Wallace N. Watson of Boston and 
Sidney Weil of Cincinnati have been 
elected president and vice-president, re- 
spectively, of the National Associates, 
honor group of Mutual Benefit Life. 

Men who qualified as members of the 
National Associates for 1945, who are 
the first 25 producers for the year, paid 
for $19,005,167 of business in 1944, aver- 
aging $760,206 per man. The top man’s 
total was $1,572,665 and the 25th man 
paid for $516,985. The average was 94 
lives paid per man. 

The Parsons agency in Chicago has 
five members in the National Associates, 
the Drewry agency in Cincinnati four. 

Membership, in order of production, 
are Mr. Watson, Mr. Weil; A. R. Gro- 
enke, Cincinnati; Erwin Fenzau, Chi- 
cago; G. G. Terriberry, New York 


Tyer Sawyer,- Miami;.C. F. Raley, 
Wilmington, Del.; A. H. Kollenberg, 
Grand Rapids; W. H. King, Lima, O.; 
Irving Goldie, M. A. Law and F.: G. 
Reed, Chicago; C. J. King, Kansas 
City; J. H. Hanway, New York; H. A. 
Huskey, Chicago; T. F. Milligan, Spo- 
kane; C. E. Hodgman, Detroit; Rein 
Vader, Grand Rapids; W. Currie, 
New York; A. S. Morgenstern, Seattle; 
L. M. Gibbs, Waterbury, Conn. 


New Tax Deduction Record 


The new “1945 Income Tax Deduc- 
tion Record” is now ready for distribu- 
tion. This folder has proven an effec- 
tive good-will builder in the past and 
has been widely used by life insurance 
men. Samples and prices can be secured 
from The National Underwriter, 175 
West Jackson boulevard, Chicago 4, Ill. 








THE EXTRA man t 





FACTS FOR YO 





N YOUR ORGANIZATION 





UR FINGERTIPS 


ach specialized type of insurance today calls for “fingertip 


knowledge” of facts . 


all the pertinent facts. Connecticut 


General offers through its representatives in offices throughout the 
country a “fact knowing” service that can be of great assistance 


to brokers. 


Here is an organization which is thoroughly experienced in all types 
of personal insurance, which has the facilities to help you analyze, 
present and close a Group. insurance case, to supply the technical 
information needed to arrange a Pension Trust or Business insur- 
ance plan, or to assemble the facts necessary to meet individual 


insurance or tax problems. 


* * * 


* * 


Call the EXTRA man in your organization for this “fact knowing” 
service. He may be reached at your nearest Connecticut General 


office. 


CONNECTICUT 
GENERAL 


LIFE INSURANCE COMPANY 
HARTFORD, CONNECTICUT 





BETTER SERVICE 
THROUGH BETTER MEN 


LIFE INSURANCE, ACCIDENT AND 
HEALTH INSURANCE, SALARY 
ALLOTMENT INSURANCE ANDO AN-~ 
NUITIES. ALL FORMS OF GRoUP 
INSURANCE ano GROUP ANNUITIES 
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Robinson Deputy of 
Ohio Department 


COLUMBUS—Walter A. Robinson, 
actuary of the Ohio insurance depart- 
ment, has been 
named deputy su- 
perintendent of in- 
surance by Walter 
Dressel, who was 
named _ superinten- 
dent by Governor 
Lausche Jast week. 
Mr. Robinson has 
been with the de- 
partment 35 years, 
the last 25 as actu- 
ary, and is widely 
known and re- 
spected among in- 
surance men. C. T. 
Werner, who was 
his assistant, has been named actuary. 
Mr. Robinson succeeds Ray S. Bates, 
who has been with the department 12 





W. A. Robinson 


years. Mr. Bates was chosen deputy 
superintendent to succeed J. Roth 
Crabbe, when the latter was named 


superintendent upon the retirement of 
John A. Lloyd. ' 

Superintendent Dressel also has 
named Lester McDaniels of Forest as 
financial officer to succeed Thomas L. 
Woods of Steubenville. 


McCORMACK RENAMED IN TENN. 

NASHVILLE—Governor McCord 
has reappointed James M. McCormack 
as commissioner of insurance. Com- 
missioner McCormack received his first 
appointment six years ago at the be- 
ginning of the term of Governor Cooper. 
Prior to that he was vice-president of 
C. R. Weir & Co., Memphis. 





Maj. Marks Returning to 
Prudential at New Orleans 


S. L. Marks, who prior to entering 
the army in 1942 was manager of the 
New Orleans ordinary agency of Pru- 
dential, has returned from service and 
resumed his former duties. He became 
a sécond lieutenant in the air corps in 
1943 and attained the rank of major 
serving as group intelligence officer of 
an air service group overseas, winning a 
presidential citation. 





Aschemeyer, Boggess Promoted 


Frank P. Aschemeyer, formerly assist- 
ant general counsel, has been named as- 
sociate general counsel, and Samuel C. 
Boggess, Jr., was promoted to assistant 
treasurer of General American Life. 


Army Transport Command 
Insurance Parley Thursday 
WASHINGTON — Many questions 


from insurance companies and under- 
writers were submitted through the U. S. 
Chamber of Commerce insurance depart- 
ment to the war department for consid- 
eration and reply at the joint conference 
scheduled here between insurance and 
army representatives for Thursday on 
problems of coverage and underwriting 
of army transport command air-borne 
traffic passenger and freight, world-wide. 
Much of the discussion and the material 
developed was expected to be of a re- 
stricted or confidential character for se- 
curity reasons. 

Among the insurance companies and 
groups and their representatives listed 
to attend were: 

James E. Hoskins, Travelers, Ameri- 
can Life Convention aviation committee; 
Lester Beck, Wykoff Wilson, Travelers; 
Wesley T. Hammer, Associated Aviation 
Underwriters; Reed Chambers, U. S. 
Aviation Underwriters; H. W. Melville, 
American; W. S. Chandler, Phoenix of 
Hartford; Chase Smith, Lumbermen’s 
Mutual Casualty; Ben Rush, Jr., Indem- 
nity of North America; Francis Wil- 
loughby, Utica Mutual; Lawrence D. 
Soper, Connecticut General; James L. 
Madden, Metropolitan Life; G. P. Crisp, 
American Mutual Liability; Jerome Le- 
derer, Aero Insurance Underwriters; R. 
H. Dieben, Cosgrove & Co.; R. W. Gar- 
rett, Marsh & McLennan; Julian P. 
Mayer, Robert C. Lee, Robert W. Pope, 
Employers Liability; Gerald Smith, 
American Casualty; G. Shannon Girrer, 
Steward Smith, Ltd.; T. Lynch, Marine 
Office of America; F. P. Todd and Wil- 
liam E. Creery, Provident Mutual Life; 
also Acacia Mutual Life. Army repre- 
sentatives are Col. Reese Hill and Lt. 
Col. Plumley, War Department insur- 
ance division, and Col. Brownell. 





Guy French Sponsors Bill 


At the instance of Guy H. French, 
New York Life, Sioux Falls, S. D., Rep- 
resentative Mundt of that state has in- 
troduced a bill in Congress to allow 
beneficiaries of National Service Life In- 
surance who have already. begun to 
draw incomes, to accept a somewhat 
lesser income but have the assurance 
that a minimum of the full $10,000 would 
be paid. Mr. French acted as president 
of the South Dakota State Association 
of Life Underwriters and also as a mem- 
ber of the American» Legion. He con- 
cluded that the amendment to the Na- 
tional Service Life Insurance Act of 
Sept. 30, 1944 contained exclusions that 
were inequitable to those beneficiaries 
who are already drawing incomes. The 
Mundt bill is HR 1277. 
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Actuary Homans Dies in 
Louisville Hospital 





I. Smith Homans, retired executive 
vice-president and actuary of Common- 
wealth Life, 
died in Ken- 
tucky Baptist 
hospital at 
Louisville at 
the age of 69. 
He was a son 


of the late 
Sheppard Ho- 
mans, -firet 
president of 
the Actuanal 
Society of 
America. 





I. Smith Ho- 
mans was born 
Aug. 1, 1875, 
in Englewood, N. J. He was graduated 
from Princeton and completed a course 
in actuarial science at Cooper Union 
at New York. Then he became as- 
sociated with a Newark firm and in 
1905 moved to Louisville to help organ- 
ize Commonwealth Life. He retired 
in 1943 and since has been consuting 
actuary to Kentucky Home Mutual Life. 
Mr. Homans for a time was assistant 
actuary of Union Central Life, and in 
Commonwealth besides being actuary 
he had been assistant secretary, secre- 
tary, vice-president, and chairman of 
the executive committee. 

He was a charter member of the 
American Institute of Actuaries. Two 
sons, survive, Maj. I. Smith Homans, 
Jr., Washington, and Sheppard Homans 
of Atlanta, and also two daughters. 


I. S. Homans 





Lutheran Mutual Move Blocked 


Lutheran Mutual Life will be re- 
quired to retain its home offices at Wav- 
erly, Ia., at least for the time being un- 
der a decision by District Judge Kepler. 
The judge overruled a motion by the 
company to dissolve a temporary in- 
junction granted three stockhdlders last 
August, who went to court after the 
director adopted a committee report rec- 
ommending moving to Des Moines. 

The judge held that the board had not 
adopted a resolution to submit the 
amendment to policyholders but had 
merely adopted the report of the loca- 
tion committee. 

Meantime, the Iowa senate passed by 
a vote of 42 to 2 a bill which would pre- 
vent Lutheran Mutual from moving its 
offices without a two thirds vote of 
policyholders. The bill would prevent 
any corporation, with the majority of 
stockholders or directors living outside 
the state, from changing amendments to 
the articles without a two-thirds vote. 
The bill is aimed specifically at Luth- 
eran Mutual. , 
Conn. Licensing Simplified 

Commissioner Allyn of Connecticut 
has notified the companies of a simplified 
routine that will be used in connection 
with the renewal of agents’ licenses this 
year. It is intended as a device to save 
manpower and paper. In the past the 
companies have filed with the depart- 
ment separate agent’s renewal license 
cards. This year this will not be done 
but each company will furnish in dupli- 
cate complete lists of all agents whose 
licenses are to be renewed on forms 
supplied by the department. The names 
must be arranged alphabetically. 

At the same time each company will 
furnish in duplicate separate lists of 
agents whose licenses are not to be 
renewed stating the reason for such 
action. The requisition should be filed 
by March 1. 

There is no change in the usual plan 
for requisitioning new agents. 





Douglas G. Ross has resigned as a 
director of Manufacturers Life inasmuch 
as he is vice-president of Dominion of 
Canada General, which has a life insur- 
ance department. He has been on the 
board since 1910. 

John A. Monroe, Jr., Dallas, led 
Great National Life in production and 
in premiums for 1944. 


Colorado Association 
Holds Successful Congress 


The 25th annual sales congress of 
the Colorado Association of Life Under- 
writers, held at Denver was attended by 
about 300. There were delegations from 
Ft. Collins, Greeley, Colorado Springs, 
and Pueblo association as well as a 
group from the Wyoming association 
headed by D. S. Bethune, president. 

William H. Andrews, Jr., president 
of the National association, spoke on 
“America’s Life Insurance—an Instru- 
ment of Social Service.” Ray T. Wright, 
Lawrence, Kan., leading producer of 
Provident Mutal Life and qualifying 
member of the 1944 Million Dollar 
Round Table; John P. Costello, Dallas, 
Southwestern Life; and Newell C. Day, 
Equitable of Iowa, Davenport, talked, 

At the luncheon certificates were 
awarded to the leading producer of each 
agency. A luncheon was given by the 
wives of managers and general agents 
for Mrs. Andrews. 





Sims Writes to Congressmen 


Commissioner Sims of West Virginia, 
who has. taken a lone wolf position on 
federal legislation, has sent a message 
to Congressmen urging that they move 
with extreme caution “and not pass any 
laws which will provide a_ loophole 
through which these insurance compa- 
nies can continue their monopolistic and 
price fixing operations.” He said he fa- 
vors a law which will force all insur- 
ance transactions into the hands of the 
states for regulation under whatever 
laws have been adopted. He estimated 
that 40% of the value of all property 
in West Virginia is covered by fire in- 
surance that is written outside of the 
state in “interstate commerce,” and that 
the West Virginia regulations have 
been evaded. 





U. S. Chamber Activities 


WASHINGTON —H. E. Hilton, 
U. S. Chamber of Commerce insurance 
department, left for New York for three 
days’ conferences this week with state 
chambers of commerce representatives 
and insurance men on matters concern- 
ing workmen’s compensation, prepara- 
tory to support from the chamber to 
industry on compensation problems, and 
general insurance problems, arising in 
state legislatures this year. 

It is understood the chamber’s in- 
surance department is preparing several 
reports for consideration by the chamber 
directors in late January on such mat: 
ters as federal legislation following the 
S.E.U.A. decision, also on workmen's 
compensation, cooperation with marine 
insurance interests, manpower and 
other current problems. 





L.A.A. Committee Named 


Lewis B. Hendershot, president of the 
Life Advertisers Association, announces 
the completion of his committees. 

The press committee chairman is Al- 
bert F. Randolph, Penn Mutual; mem- 
bership, Joseph B. Treusch, United 
States Life; cooperation with Institute 
of Life Insurance, H. A. Richmond, 
Metropolitan Life; service contact, E. 
Norred Trinkle, Shenandoah Life; 
southern round table, Forrest R. Brauer, 
Home Beneficial. 

Henry E. Thomas, vice-president of 
Shenandoah Life, has been elected as 4 
member of the executive committee of 
L.A.A. to replace Bart Leiper who has 
recently resigned from the association. 
He was last -year’s chairman of the 
Southern Round Table. 


Lead Old Line Life 


MILWAUKEE—F. W. Du Bose & 
Associates, Milwaukee general agency, 
for the fifth consecutive time, lead Old 
Line Life for 1944. Meyer 
Agency, Antigo, Wis., was second, and 
N. Gust Hartberg, Marinette, Wis. 
third. H. R. Buckman led in personal 
volume, premium income and number of 
lives insured for the third time. 
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IN U. S. WAR SERVICE 





With the legion of merit award, Col. 
Joseph R. Holtzapple, former agent of 
Connecticut Mutual in Peoria, III. 
commander of the U. S. 319th bom- 
bardment group, became one of the most 
decorated Americans in the Mediterran- 
ean theater. His latest award is for su- 
perior administrative ability. Col. Holtz- 
apple also has the Distinguished Flying 
Cross with cluster, the Air Medal with 
18 clusters, the Croix de Guerre, the 
British DFC, the silver star and six bat- 
tle stars on his campaign ribbon. 


Capt. Charles G. Smither, firm mem- 
ber of J. W. Smither & Sons, New Or- 
leans general agents Union Central Life, 
has been awarded the bronze star for 
meritorious conduct in action in Germany 
last fall. In an attack on the Seigfried 
line, Capt. Smither was operations offi- 
cer Of a task force which flanked the 
enemy fortifications, thus relieving the 
pressure so that his regiment was able 
to capture its objective. 


Cecil Schilling, one of the leading 
producers in the Russell L. Hoghe 


agency of Equitable Life of Iowa, in 
Los Angeles, has been inducted into 
the army. 

Charles Henry, former assistant gen- 
eral agent of Victory Life at Dodge 
City, Kan., is now in the army at Camp 
Wolters, Tex. 

Jack White, manager of the ordinary 
“B” office of Prudential, in Los An- 


geles, has been inducted into the army- 


Walter B. Furman, supervisor of the 
agency, has been named acting manager 
during the absence of Mr. White. The 
agency had the best year in its history 
in 1944, and advanced in rank among the 
ordinary agencies to fifth place. 


Corp. J. B. Musselman, who in civil- 
ian life was assistant manager in charge 
at Leaksville, N. C., for Life of Virginia, 
is reported missing in action in Bel- 
gium. 


Among the former associates of the 
Henry W. Laffer general agency of 
Northwestern Mutual in Wichita now 
in the military services are: Capt. John 
Floyd, Arkansas City, who is provost 
marshal in charge of military police 
at the Krienville, Miss. air base; Har- 
rison Glidden, Osborne, now a_ full 
colonel in charge of the internment 
camp at Winegarten, Mo.; and Dean 
Mathews, Ashland, a lieutenant (j.g.) 
in the southwest, Pacific. Clark Bird, 
Meade, is now at the Huenene naval 
base in California. 


RECORDS 


United States Life—December paid-for 
business was one of the largest single 
month’s production achievements in his- 
tory. It was one-third greater than for 
December, 1943. 

The net gain of insurance in force for 
1944 was 20%, bringing the total to more 
than $121 million. 

Mutual Trust Life—New business sales 
last year exceeded the 1943 total by 26% 
and constituted the best year since 1930, 
which was the all time high level in 
production. 

Insurance in force increased by better 
than $20 million and now exceeds $240 
million. 

The gain in insurance.in force for 1944 
was 104% more than that experienced 
in 1930 despite the fact that the produc- 
tion for 1930 exceeded that of 1944 by 
about 17%. 

Northwestern Mutual Life—New paid- 
for business for 1944 reached a total of 
$265,152,000, an increase of 16.6% over 
the previous year. When pension trust 
business is deducted from the two com- 
Parable years, the total increase still 
amounted to 16.1%. 

Alliance Life—At the close of the 
President’s Club year there were 382 
qualified members, the most in history. 
Qualifiers for the Two Hundred Thou- 
sand Club include A. W. Kish, Tuscola, 
Ill.; F. W. Johnson, Kewanee, IIl.; C. A. 
Ruebsam, Des Moines; Toss Knorpp, 
Manchester, Mich., and W. F. Griffin, 














Gary, Ind., for the Quarter Million Club, 
T. E. Rogers, Flint, Mich.; C. J. Gilbert, 
Champaign, II1l.; C. F. Newby, Springfield, 
Ill, and O. S. Stevens, Dixon, Ill. The 
Florida outing of the clubs has been 
indefinitely postponed because of the war 
but there are plans for suitable recogni- 
tion of leaders. 

Columbian National—Life business in 
force at the end of 1944 was $225,602,935, 
the gain being $23,867,068. 

New paid volume for the year was 
$22,841,470, an increase of 42% over 1943. 
The A. & H. department also made sub- 
stantial gains. 

Continental Assurance — Insurance in 
force at the year end totaled $498,638,894, 
an increase of $55,208,915, or 12.4%. This 
was the second largest increase in in- 
surance in force since organization, 
being exceeded only in 1941 when an 
unusually large group risk was written. 


The total insurance in force*is a new 
peak figure. 
Fidelity Mutual—December was _ the 


22nd consecutive month of increase in 
new paid business; bringing its produc- 
tion for 1944 to $36,172,445, the largest 
since 1931 and a gain of 21.5% over 1943. 
Moreover, production in 1944 was 32.4% 
over the average annual production dur- 
ing the five years 1939 to 1943 inclusive. 
Insurance in force reached $427,578,158, 
gain being $22,650,421, the largest in any 
year since 1928. 

H. W. Laffer, Northwestern Mutual, 
Wichita, Kan., reports a gain of over a 
million for 1944. Six large pension trust 
cases were written. 


Sue to Determine Rights 
in WLB Back Pay Award 


NEW YORK-—Suit for a declaratory 
judgment has been filed by individual 
agents, members of Industrial Insurance 
Employes Union, Local 30, affiliated 
with UOPWA, CIO, in the New York 
division, federal court, southern region, 
to determine their rights in the $1,400,- 
000 War Labor Board back pay award 
to Metropolitan agents. That sum was 
deposited by Metropolitan in an escrow 
fund pending a court test over its legal- 
ity. The company contended the retro- 
active pay increase violated section 213 
and 213a of the New York insurance 
law, the union holding the law was 
never intended to stop back pay right- 
fully due employes. 

The award was handed down Sept. 18. 
It would mean $300 on an average in 
back pay for New York City agents and 
$90 for agents in New York state, IIli- 
nois, Michigan, Massachusetts, Penn- 
sylvania, Connecticut and New Jersey. 


N. J. Life-Trust Council Elects 


At the annual meeting of the Life In- 
surance & Trust Council of North Jersey 
in Newark these officers were elected: 





Kaul Wins Connecticut 
Mutual Trophy for 1944 


Paul C. Kaul, general agent at Omaha 
for Connecticut Mutual, won the Presi- 
dent’s Organization Trophy for 1944, 
the second consecutive year he has won 
the award, given for the best record in 
agency development. 

Herbert C. Remien, general agent at 
Grand Rapids; Phinehas Prouty, Jr., 
Los Angeles; James L. Taylor, Oak- 
land, and William C. Shouldice, Rut- 
land, were runners-up. 

Certificates for outstanding work in 
keeping business in force have been 
awarded to the following agencies: Bal- 
timore, Thomas W. Harrison, Jr.; Char- 
lotte, Philip F. Howerton; Davenport, 
Paul C. Otto; Grand Rapids, Herbert C. 
Remien; Hartford, John H. Thompson; 
Louisville, Moss & Moss; Richmond, D. 
Conrad Little, and Rockford, Francis P. 
Beiriger. 


B. G. Ball Named Treasurer 
of Columbus Mutual Life 


B. G. Ball, who has been assistant 
treasurer of Columbus Mutual Life, has 
now been elected treasurer to succeed 
the late C. R. Backus. 

E. M. Wright, cashier and who has 
been with Columbus Mutual 32 years, 
was elected a director. 


Litchfield Returns to S. A. 


Galen D. Litchfield, director of the 
Latin-American division of United 
States Life, has left New York at the 
completion of a six-weeks’ visit to the 
home office, during which plans for the 
1945 Latin-American program were for- 
mulated. Mr. Litchfield, whose head- 
quarters are at Bogota, Colombia, is 
stopping over at Havana enroute to 
South America. 

Mr. Litchfield was previously in 
charge of far eastern operations and was 
located at Shanghai from 1941 to 1943, 
when he was repatriated on the Grips- 
holm after seven months in a Japanese 
internment camp. He has been in charge 
of Latin-American agencies the past 
year. 


President, Fred S. Fern, general agent 
National Life, Vt.; vice-presidents, Leo 
E. Leichter, Federal Trust Co., and 
Fred A. Ditmars, Massachusetts Mutual 
Life; secretary, Barclay B. Beekey, Na- 
tional Newark & Essex Bank; treasurer, 
Marvin V. Henkel, Mutual Benefit Life. 
A playlet, “Estate Planning,” was pre- 
sented, in which an attorney, bank rep- 
resentative and a life man took part. 


Seek to Clarify Effect of 
Present Manpower Status 
on Insurance Business 


LOS ANGELES—To clarify the 
effect of the selective service rule 
changes on insurance here, W. K. Mur- 
phy, general agent of Northwestern 
Mutual Life and president of the Life 
Insurance Managers Association of Los 
Angeles, has sent the following memo- 
randum to all members of the associa- 
tion: 

As general agents and managers of 
life insurance agencies, whose obliga- 
tions are to induct men into the busi- 
ness, your attention is called to the fol- 
lowing general policies which we have 
reason to believe will be followed by 
selective service boards in southern 
California. 

1. Men from 30 to 37, inclusive, at this 
time will probably not be disturbed, un- 
less they change their positions either 
within or outside of essential industries. 

2. Men from 18 to 29, inclusive, if in 
non-essential industry now may expect to 
be reclassified 1-A. 

3. Those between 18 and 38, if any 
change is made, even within essential 
industry, will be drafted if their draft 
board is not consulted and permission 
for the change granted by the board. 

While the bulletin went to life men 
only, it carries equal significance for 
general insurance offices. 

Up to this time the War Manpower 
Commission’s local office has given no 
hint that any change will be made in the 
directive issued by it effective Nov. 1, 
1943, setting the work week at 44 hours, 
and requiring insurance offices to come 
under its provisions. 


LIST EMPLOYES IN BOSTON 


BOSTON—Young ladies alleged to 
be representatives of the New England 
War Manpower Commission have been 
canvassing the leading Boston company 
branch offices and general agencies 
recently listing all employes in each 
place. No intimation is given as to the 
purpose of the canvass other than it is 
for the use of the commission. 

Employes have been “frozen” in the 
insurance offices since July 1, 1944, and 
no additional men may be taken on 
without filing of application blanks and 
encountering considerable opposition. 
Due to the wholesale enlistment of most 
of the eligible men most offices are now 
down to a few of the older key men who 
are carrying on with such assistance as 
they can get from young women who 
are for the most part unfamiliar with 
the work. 
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Benitiiers’s Ss Chale 
of Option Doesn't 
Void Tax Exemption 


(CONTINUED FROM PAGE 3) 


Perhaps, if the policy had not contained 
the options, the beneficiary might still 
have been able to buy. ‘option C’ from 
the insurer by a direct bargain but noth- 
ing in the records supports that assump- 
tion and we have no right to make it. 
“Life insurance is a technical subject 
and it would be hazardous to say that it 
made no difference in the beneficiary's 
powers in dealing with the insurer that 
the policy contained the options. But 
even if it did make no difference, it is a 
fiction to treat the situation as though 
she made such a bargain; it is as untrue 
as it would be to say that if the policy 
permitted her to be paid in dollars or 
pounds and she had bought the pounds 
from the insurer with the dollars. It is 
as untrue as it would be to say that if 
a testator gives a legatee the choice of 
money or a chattel and he takes the 
chattel, he has bought it of the executor. 


No Bargain Made 


“In such situations the beneficiary 
makes no bargain whatever with the de- 
cedent’s representative; all that happens 
is that, not having the power to take 
both benefits, and being therefore put to 
a choice, he takes one of those already 
provided. Nothing will justify the vio- 
lence to the language necessary to the 
commissioner’s interpretation, unless it 
is necessary to effectuate the underlying 
purpose of the statute. In this instance 
it would defeat that purpose.” 

Observing that when a statute in- 
volves exemptions from taxation these 
should be viewed “with jealousy,” their 
realization should not be defeated or 
mutilated when the purpose is evident 
enough, the court held. Not only would 
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it be necessary to insert the word “only” 
into the statute in order to support the 
commissioner’s contention but doing so 
would make a difference which in prac- 
tice would impair the underlying pur- 
pose of the provision of the law. If the 
commissioner is right, the opinion points 
out, an insured who has taken out a pol- 
icy and wishes to give the beneficiary, 
ordinarily his wife, the power to decide 
how she will use the proceeds, he must 


‘consult her in advance and act while he 


lives unless he is willing to forego the 
exemption. 


Would Need Constant Vigilance 


As he cannot tell when he will die, he 
must make sure that he keeps abreast of 
all changes in their financial position and 
provides for them. He would be unable 
to give his wife the power after his death 
to adapt her means to her needs. While 
the time within which she ‘must make 
her election after his death is brief, it 
may be extremely important in those 
cases, which are apt to be frequent, in 
which through inattention or through 
the assumption common to everyone 
that death is not at hand, the insured 
has failed to revise his insurance in line 
with some new situation. For these rea- 
sons to infer the word “only” would 
positively defeat the purpose of con- 
gress, according to the court. 

In a dissenting opinion, Judge Jerome 
N. Frank accused his colleagues of hav- 
ing ignored the doctrine that exemption 
statutes are to be construed against the 
person claiming the exemption, on the 
ground that every exemption increases 
the tax burden of other taxpayers and 
‘it is not lightly to be assumed that 
Congress intended inequality of-tax bur- 
dens.” 

Pointing out that the insured’s death 
alone did not bring about the install- 
ment payments, Judge Frank said it re- 
quired also the beneficiary’s election to 
exercise the option. 

“The question, then,” he continued, “is 
this: Did Congress mean (1) ‘paid in 
part by reason of the death’ or (2) ‘paid 
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solely by reason of the death’. Because 
of the doctrine as to tax exemption it 
seems to me that we should hold that 
Congress meant the latter, i. e., ‘solely.’ 

Doubtless the death of the insured 
conferred on the taxpayer, because of 
the insurance contract, a privilege to 
make an investment which, but for the 
death, would probably not have been 
available to her. But the money is paid 
by the insurance company not ‘by rea- 
son of the death,’ but because the bene- 
ficiary exercised a deliberate choice to 
avail herself of the privilege of making 
such an investment.” 





Social Security 
Reviewed by Board 





(CONTINUED FROM PAGE 2) 
cial blow that comes now to many in 


each year, while others may have no 
medical expense in that particular 
year.” 


The report points to comparative fig- 
ures showing death rates by states and 
countries, partly to demonstrate the 
need for health insurance, pointing out 
that the United States “is far from 
being the healthiest country in the 
world.” Decline in death rate is attrib- 
uted largely to reduction in infectious 
diseases controlled through public sani- 
tation measures and other public health 
department activities. 

While making recommendations indi- 
cated above, the Social Security Board 
reiterates its belief that “the most ef- 
fective and economical method of or- 
ganizing social insurance is through a 
single comprehensive national system, 
establishing a basic minimum protec- 
tion, with which special or additional 
programs could be coordinated.” 

This proposed system, the board says, 
“should be decentralized in administra- 
tion and should render individualized 
service through local offices.” 

Rep. Dingell has introduced a bill for 
a national unified social insurance sys- 
tem, but it has not been put in at the 
other end of the capitol. From official 
sources comes word that Senator Wag- 
ner, New York, who sponsored the ad- 
ministration bill with Senator Murray 
last Congress, wants to make some 
changes in it. 

Reviewing the fiscal year 1944 opera- 
tions which concluded 4% years of 
monthly benefit payments, the board 
says 68 million people have some wages 
credited to their accounts, while monthly 
benefit rolls include approximately 1 mil- 
lion men, women and children. Only 
about half of those who have had wages 
credited to their accounts are fully or 
currently insured. This is termed “an 
injustice which could be corrected largely 
by extension of coverage.” 

The social security board favors a 
plan of raising benefits by revising the 
formula for computing the average 
monthly wage, on which benefits largely 
depend. It would also provide a more 
liberal work clause than the present one, 
which provides for suspension of bene- 
fits for any month in which the benefici- 
ary earns as much as $15. 

Changing the eligibility age for 
women from 65 to 60 is recommended. 
This would not change the present plan 
which provides benefits for widows, re- 
gardless of their age, while they have 
dependent children in their care, the 
board’ says. 

A provision for the annual recomputa- 
tion of retirement benefits where this 
would be advantageous to the worker 
and his family is suggested, as well as 
the removal of the school attendance re- 
quirement of eligibility for children aged 
16 or 17 years. Members of the armed 
forces should be protected from loss of 
rights, the board holds. 


Supreme Court Decision 

WASHINGTON—The U. S. Su- 
preme Court has denied petition for cer- 
tiorari in No. 709, Anderson vs. Gen- 
eral American Life. 


O’Mahoney Talks 
to Insurance Group 





(CONTINUED FROM PAGE 3) 


armed forces, he claimed. Interfering 
with that opportunity, he concluded, 
would be a condition of non-competi- 
tion, agreements to divide territory, to 
fix premiums and commissions. 

At the conclusion of his speech, Sena- 
tor O’Mahoney was greeted with ap- 
plause from the standing audience, and 
President Ralph Lee gave the senator 
assurance of the club’s cooperation. Lee 
had introduced O’Mahoney as the “man 
on the hill looking out for the inter- 
ests of the insurance business.” 

The senator expressed the view that 
the “long battle” over insurance legis- 
lation had been due to “misunderstand- 
ing.” He said: “Insurance should 
understand that people come first; your 
business is to protect people from loss, 
If insurance is to prosper, people must 
prosper. The better off people are, the 
more business insurance does.” 


Insurance and Aviation 


Discussing modern air transportation 
miracles and the claim that any place 
on earth can be reached by plane within 
100 hours, he said “How about the 
insurance policy on the plane? Is that 
commerce? Is not there an interlock. 
ing there? No question about it.” 

The speaker gave figures just obtained 
from the Library of Congress on in- 
surance assets. Those of 380 fire and 
marine companies amounted to, roughly, 
$2.4 billion in 1929, increasing to about 
$2.5 billion in 1939. By Dec. 31, 1944, 
375 companies had $2 billion 996 million 
assets, having increased nearly 4 billion 
within five years. 

In 1929, 49 legal reserve life compa- 
nies had $14 billion assets. Within the 
following 10 years this total increased 
to $27 billion and by the end of 1944 
to $37 billion. 

These assets flow into New York 
City, according to O’Mahoney, and then 
flow out for investment. TNEC evi- 
dence, he said, indicated the big com- 
panies “could not be concerned with 
loans of less than $100,000.” Thus the 
“little fellow” is handicapped by diffi- 
culty in borrowing money. Investments 
in government bonds have been steadily 
increasing, although interest rates have 
decreased. 

“The savings of the nation have 
flowed into huge reservoirs of savings 
institutions and we have not discovered 
how to get them out,” said O’Mahoney. 
“Of course, the insurance industry is 
not guilty of crime in this respect. And 
if a man endeavors to correct that situ- 
ation, nobody can say he is hostile to 
the insurance industry. But the industry 
can not prosper unless people have op- 
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portunity to work and to engage in busi- 
ness. 

The speaker summarized the Sherman 
act as saying that “every contract in 
restraint of trade is illegal, and con- 
spiracy to attempt to monopolize is a 
misdemeanor”, and he demanded: “Who 
is against that? If men go into a con- 
tract to restrain the trade of others, is 
that in the public interest? Nobody can 
say yes. If two or more great corpora- 
tions, stretching throughout the United 
States, and sometimes over the world, 
engage in contracts to restrain trade, 
you know it is against public interest.” 

O’Mahoney declared he did not “know 
anything about the facts in the South- 
eastern Underwriters Association case’; 
he did not know “whether the evidence 
would prove the charges of violation of 
the anti-trust laws.” 

But, he asserted, “competition is 
either a good thing, or it isn’t. Some 
say the competitive system is dead and 
gone and should be forgotten”, but he 
did not agree.. 

“Are we going to have management 
by a few who tell people what com- 
missions they shall pay, what prices 
they may get?’ he asked. “Are we 
going to sit by and let these things be 
taken over by the government?” 


Business Men and Bureaucrats 


He could see no difference “between 
management power exercised by a few 
big business men or by a few bureau- 
crats. If anybody exercises arbitrary 
power the people suffer. We _ should 
not permit government or any other 
group to write the ticket the people 
must pay.” 

The Senator said the United States 
has an “authoritarian” government, due 
to the war, as Russia, Japan, Germany, 
Italy have, or had. 

When the S.E.U.A. case was brought, 
O’Mahoney said, and Congress was 
asked to exempt insurance from the anti- 
trust laws,” the insurance people, agents 
and policyholders were asked to believe 
that those of us who opposed that bill 
wanted the government to take over the 
reserves of the industry. 

“IT would not support a bill to provide 
for federal regulation of insurance,” the 
speaker declared. ‘““Why not?” Because 
he did not believe in people exercising 
such great economic power and there 
would be “no gain in switching man- 
agement from so-called, private man- 
agers to public managers. 


Invitation for the Future 


“If Congress should say it has no 
concern with the acts of individuals en- 
gaged in the insurance business,— 
whether they violate the anti-trust laws 
—that would be a most unfortunate pre- 
cedent for the future of America. If 
you excuse insurance from the pro- 
hibitions of this 60-year old law you 
are writing an invitation for the future. 

“I do not care if the insurance busi- 
ness has been as clean as the driven 
snow in the past, but I am concerned 
that you should come and ask Congress 
to let you do as you please. 

“We are not trying to break down 
State regulation or state taxation. We 
favor state regulation. We don’t want 
to make war on any insurance com- 
pany, big or little.” 

_He indicated he would favor legisla- 
tion clarifying the situation with respect 
to states’ rights to regulate insurance, 
so long as you agree our great anti- 
monopoly statute shall not be over- 
looked or abandoned. 

“That is all there is to this insurance 
fight. Most of it is based on misunder- 
standing,” O’Mahoney declared. 

He had gone to the luncheon pre- 
Pared to “argue the case” if necessary— 
to answer questions—and was armed 
with copies of the several bills and pro- 
Posals. However, no “question box” 
Was conducted. 





Would Permit Preferred Stocks 


DES MOINES—The Iowa senate in- 
surance committee brought out as a 
committee bill a measure rewriting the 
investment laws for life companies. Com- 
Panies would be permitted to purchase 
Preferred stocks. 


Sholl Deprecates 
Defeatist Attitude 


(CONTINUED FROM PAGE 3) 


which had charge of the arrangements 
for the convention and particularly the 
theme chosen for the conference “A 
Better Sales Job Will Keep Accident 
and Health Insurance a Private Enter- 
prise.” 

In taking up the work of the National 
Association, he reviewed very briefly its 
16 major activities, represented by the 
principal committees, and showed how 
they are converting objectives into serv- 
ices. 

Speaking on “Progress Through Edu- 
cation,’ Mansur B. Oakes, chairman of 
the committee on education, announced 
that the committees on public relations 
and education have worked out a hand- 
book of programs for local associations. 
An endeavor has been made to provide 
six programs of education in accident 
and health sales techniques for the man 
in the field, six programs for local as- 
sociation meetings and another set of 
programs which will enable local asso- 
Ciations to take advantage of the ex- 
periences of other associations in edu- 
cating the public in accident and health 





N. Y. Life Defers 
Centennial Rally 


Although New York Life’s centennial 
anniversary falls on April 12, the com- 
pany is-deferring until a more appro- 
priate time its plans for commemorating 
the event with national meeting of its 
leading field representatives in New 
York. 

New York Life is launching a nation- 
wide advertising campaign late this 
month in 320 newspapers in 226 cities. 
It will commemorate the centennial an- 
niversary. It is dedicated to the family 
and the announcement to the agency 
force reminds them that the company 
from its beginning has been in the busi- 
ness of protecting the family and serving 
the nation. 


Keffer to Retire in ‘46; 
O. A. Krebs Named Partner 


HARTFORD — Roscoe H. Keffer, 
Aetna Life general agent in New York, 
announces he will retire May 1, 1946, and 
O.A. Krebs, manager of Aetna’s New 


York group department, has been named 
a partner in the general agency. 

Mr. Keffer, now 63, has decided to 
share some of his responsibilities with 
Mr. Krebs before retiring in 18 months 


to his country home in Wyoming 
County, Pa. ‘ 
Mr. Keffer entered insurance at an 


early age and at 18 was assistant super- 
intendent for Prudential in Indianapolis. 


He joined Aetna in 1911, as a representa- 


tive for casualty lines in Scranton, be- 
came casualty general agent in 1913 and 
in 1916 was also given the life general 
agency in Scranton. He became life 
general agent in New York in 1927. For 
14 years his general agency led all other 
Aetna agencies in production. 

Mr. Krebs joined Aetna’s group de- 
partment in Milwaukee after graduating 
from the University of Wisconsin. In 
1927 he was transferred to New York 
as assistant manager for group lines, 
and six months later became manager. 
His office in 1944 led all other Aetna 
group offices in new business. 





John K. Rickard of the R. B. Daniel 
Agency of Northwestern National at 
Hutchinson, Kan., topped the honor 
roll for December with $145,430 in new 
business. 





protection. 

He also reviewed the plans for the 
accident and health course to be given 
at Purdue University starting Feb. 12, 
which was announced last month. 

He ‘said the life men in this country 
have gone far in their educational 
work, which has a broad base in the 
C.L.U. program. He characterized it as 
a mind-stretching program. He declared 
that the influence of education also is 
seen in the qualification laws of the 
states and that the working of these 
laws demonstrates the need for better 
educational preparation. 

Miss Margaret E. Olson, North 
American Life & Casualty, Minneapolis, 
chairman of the women’s division, 
speaking on “Women in Our Business 
Today,” congratulated the women in at- 
tendance for what they have accom- 
plished and expressed the belief that 
when they return to their desks follow- 
ing the convention they will set new 
records in the production of business. 


Strong Association Needed 


Emerson Davis, Inter-Ocean Casualty, 
Dallas, chairman of the membership 
committee, stressed the legislative situ- 
ation as the chief reason why a strong 
association with a larger membership is 
needed. He reviewed the legislative 
proposals now pending or likely to be 
advanced in considerable detail and the 
disadvantages of governmental opera- 
tion for the policyholder as well as the 
men in the business. 

He said the objective of the member- 
ship committee is to increase the number 
of local associations affiliated with the 
national by 50% and to increase the 
total membership of the national by the 
same percentage. He declared that a 
strong local association is needed in the 
capital of every state and in every city 
of over 100,000. He reported that new 
locals have been or soon will be formed 
at Fargo, N. D., Duluth, Tulsa, Jackson, 
Miss., Birmingham, Memphis, Nash- 
ville, Louisville, Fort Worth and Waco, 
Tex. He expressed the belief that the 
activities of the new women’s division, 
headed by Miss Margaret Olson, will 
result in a substantial increase in mem- 
bership. 

C. Norman Green, Hoosier Casualty, 
Indianapolis, chairman of the public re- 
lations committee, reviewed the work of 
that committee and its plans for future 
activities and Dr. C. M. Wilhelmj of 
Creighton University, Omaha, spoke on 
the Wagner-Murray-Dingell bill. 

There were four group’ luncheons 
Wednesday and a stag dinner at the 
Elks Club that evening, followed by 
meetings of the Leading Producers 
Round Table and the women’s division. 





Management Group to Meet 

A meeting of the Sales Research Bu- 
reau agency management committee will 
be held Feb. 5-6 at Rye, N. Y. 
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An Unpleasant Dilemma 


With the deadline for paying state 
premium taxes close at hand for some 
states and getting inexorably nearer for 
the others, the prospect is not an en- 
viable one for companies faced with 
paying taxes which discriminate against 
them as out-of-state insurers. Paying 
under protest is an unhappy answer at 
best and in some states it is necessary 
to follow up such a move by starting 
suit within a short time—as little as 30 
days in at least one state—or the pro- 
test becomes ineffective. 

In one state a company that men- 
tioned paying under protest was told 
very frankly by the authorities, “If you 
do we’ll throw the book at you.” Taxes 
are the lifeblood of state insurance de- 
partments and in most states contribute 
substantially to the general revenues. 
Hampering their collection is hardly 
likely to be regarded in a broad-minded 
way but rather as a most unfriendly act. 
There are many ways in which an in- 
surance department can harass a com- 
pany without overstepping its authority, 
just as there are many concessions that 
it can make without any real laxity in 
supervision. 

Added to whatever trouble the 
thorities could cause would very likely 
be an adverse reaction from the public. 
Its attitude would probably be, “The 
insurance companies have paid these 
taxes right along, haven’t they? They’re 
just using this Supreme Court decision 
as an excuse to get out of paying.” 





au- 


On the other side of the picture is the 
possible liability of directors and execu- 
tives if a vociferous minority of the 
ownership—stockholders or policyhold- 
ers, depending on type of company— 
should decide that the company had 
squandered money in paying discrimi- 
natory premium taxes. There are even 
some authorities who feel that until and 
unless Congress specifically validates 
the power of the states to tax interstate 
insurance transactions the company ex- 
ecutives and directors are getting their 
necks way out if they pay any premium 
taxes at all, even though nondiscrimi- 
natory, on such business. 

Even though discriminatory and even 
nondiscriminatory premium taxes are 
later held to be beyond the states’ pow- 
ers, it might well be that those in charge 
of the companies could successfully 
plead immunity for liability to stock- 
holders or policyholders, first, on the 
ground that they relied on advice of 
counsel, which they have certainly been 
getting, and second, because they felt 
that the damage to the company from 
the ill will of the public and the state 
supervisory authorities would cost the 
company more in dollars and cents than 
the amount of tax involved. 

It’s the old situation of being damned 
if you do and damned if you don’t— 
some of the “chaos” that we were 
warned of if the Supreme Court sided 
with the government in the Southeast- 
ern Underwriters Association case. 


Housing Project Embarrassments 


One of the foreseeable embarrass- 
ments springing from direct investment 
by life insurance. companies in housing 
projects is developing these days when 
so much public attention is being given 
to post war housing 

That problem is the agitation in vari- 
ous cities to induce the life companies 
to favor them with such investments 
and in this agitation there is bound to 
develop municipal. jealousies and insist- 
ence that because a life 
rives a certain premium income from a 
city it should put up a housing project 
there. Just now, for instance, the. daily 
newspapers in Chicago are crusading 
for housing’ réforms, Governor Green 
has recommended that the legislature 
enact a law: permitting life companies 
to invest up to 10% .in housing and.a 
Chicago “Daily News” writer the other 
day made some saucy remarks 
Metropolitan Life’s lack of housing 
projects in Chicago despite its 
premium income from the city. 


company de- 


about 


large 


The life companies undoubtedly are 
going to be subjected to considerable 
pulling and hauline and pressure in this 
field. Although the decision to make 
direct housing investments is brought 
about to a large extent by high social 
considerations, the companies are never- 
the-less putting their money to work in 
that way to produce a good net yield 
with as high a degree of safety 
sible. They have.to keep their eye on 
the money ball and obviously can’t put 
up a housing project everywhere they 


as pos- 


have policyholders. 
In deciding to go into the field of 
direct housing investments, Metropoli- 


anticipated that it 
would. run into this and other types of 
publie relation problems such as being 
made a target for abouse by disgrun- 
tled tenants but decided nevertheless 
that the opportunity for providing the 
type of housing and the service that it 
desired to provide was so much greater 
by the direct investment route than by 


tan Life undoubtedly 


lending the money and asia other in- 
terests assume the ownership and man- 
agement front that the possible embar- 
rassments of direct ownership could be 
faced. 

It is certainly in order for cities and 
civic leaders to discuss with life insur- 
ance managements the possibility of 
making direct housing investments in 
their communities but it would be un- 


fortunate if the life companies in ap- 
proaching this new investment field 
were threatened with hostile public 
opinion in communities that don’t get 
the housing or don’t get it at the time 
the newspapers, politicians and “civic 
leaders are making a demand for it. In- 
deed the appearance of bitter civic jeal- 
ously might very well deter some of the 
companies from going into the field. 








PERSONAL SIDE OF THE BUSINESS 





Pfc. James K. Mathews was wounded 
in action in Leyte Island. His father is 
Glenn D. Mathews, publisher of the 
“Insurance Magazine,” Kansas City. 


Walter St. John, formerly with Equit- 
able of Iowa in Des Moines, has been 
elected president of Iowa State Travel- 
ing Men’s. Currie C. Chase continues 
as secretary-treasurer. 

A. Thomas Lehman, vice-president 
and actuary of Union Mutual Life of 
Maine, has been appointed chairman of 
the program committee of the Portland 

M.C.A. Fred T. Jordan, manager of 
the company’s home office agency, is 
a member of the program committee of 
Portland Town Hall, a lecture series 
presented by the Y.M.C.A. program 
committee. Carleton -G. Lane, 2nd vice- 
president, is chairman of the Y.M.C.A. 
weekly forum. 

Paul M. Williams, who recently was 
appointed general agent of Aetna Life 
at Indianapolis, succeeding the late Paul 
W. Simpson, was given a hearty wel- 
come at a luncheon there. From the 
home office were R. B. Coolidge, vice- 
president and superintendent of agen- 
cies; and N. M. DeNezzo, assistant 
superintendent. 

The welcoming party included general 
agents from adjoining states, Edgar 
Beckard, Columbus; F. H. Plaisted, St. 
Louis; W. T. Craig, Cincinnati; Perry 
O. Moore, Wheeling, W. Va.; L. E. Lan- 
ren, Louisville; R. J. Curry, South Bend; 
R. S. Edwards, Chicago. Indiana agents 
of Aetna Life from outside Indianapolis 
were present and a number of Indiana 
branch office managers in other depaft- 
sag 

C. Griswold, manager Indiana cas- 
a branch, Aetna affiliated companies, 
and his associate manager, I. W. Stur- 
geon, were present. 

Brief talks were made by Messrs. 
Coolidge, Curry and Edwards and Mr. 
Williams responded. He has been with 
Aetna Life in Chicago for 12 years. 

Graham Wells, director of United 
States Life and a member of its J: F. 
MacGrath agency, New York, was 
honor guest at a luncheon given by the 
company marking his 50th anniversary 
in the business. Mr. Wells is well 
known in life insurance, having served 
as general agent for Provident Mutual 
at Pittsburgh and New York many 
vears before entering personal produc- 
tion a few years ago. 

Miss A. V. Bowyer, who for a number 
of years has been the news correspon- 
dent of THe NATIONAL UNDERWRITER 
at San Francisco, on doctor’s orders is 
giving up that work as well as some 
of her other activities. She intends to 
take a rest for six months or a-year. 
She will continue to serve as executive 


secretary of the San Francisco Life 
Underwriters Association and recording 
secretary of the California Insurance 
Federation. 

Foster Vineyard of Campbell & Vine. 
yard, general agents of Aetna Life, has 
been elected president of the Greater 
Little Rock Community Chest & Coun- 
cil. 

E. F. Maxwell was the 1944 produc- 
tion leader of the Detroit agency of 
Bankers Life of Iowa. He paid for 
$575,332, was on the honor roll for 22 
weeks and has completed four years and 
10 weeks of consecutive weekly produc- 
tion. 

J. L. Lee, Detroit manager of Phoe- 
nix Mutual Life and past-president of 
the managers and life underwriters asso- 
ciations there, has been elected president 
of the Detroit Executives’ Club. ‘ 

D. R. Midyette, Fidelity Mutual Life, 
general agent in Richmond for many 
years, and Mrs. Midyette recently ob- 
served their 63rd wedding anniversary. 
He entered life insurance more than 50 
years ago, in the horse and buggv days, 
in eastern North Carolina. He is now 
making his home in Ashland, Va., com- 
muting to Richmond every day when 
weather and travel conditions are favor- 
able. Eight children, ten grandchildren 
and three great grandchildren joined in 
the celebration of the anniversary. 


Howard J. Brooks, Richmond man- 
ager of Shenandoah Life, has_ been 
elected most worshipful master of Met- 
ropolitan Masonic lodge there. 

Charles F. Linder, Oklahoma City, was 
guest of honof at a banquet arranged by 
his general agent, Malcolm C. White, 
on his 30th anniversary with Pacific Mu- 
tual Life. Mr. Linder has placed more 
than $10 million of insurance. 

Howard C. Lawrence, Newark genr- 
eral agent of Lincoln National Life, 
ranked first in company in personal 
paid-for business for December. He has 
just returned from a long speaking tour 
through New York state. 

G. Garland Fowler, general agent oi 
Atlantic Life at Tabor City, N. C., has 
been adjudged its man of the year. For 
the second yeaf in succession he was 
the leader in paid business. Last year 
he personally paid for $531,909 of busi- 
ness and his agency missed $1 million 
mark by less than $70,000. 

Joseph W. Hundley, veteran agent in 
Richmond, Va., of Northwestern Mutual 
Life, will complete 48 years of continu- 
ous service with the company Feb. 3 
He joined the company in 1897 when 
the late Col. John B. Cary was general 
agent at Richmond. One of his sons 
J. W., Jr., with the army medical corps 
in Belgium, was recently atest ac 
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lieutenant-colonel. Another son, W. P 
Hundley, is Virginia special agent for 
the Loyalty group of fire companies. 

Eugene H. Thompson of Lexington, 
Ky., attached to the Louisville agency of 
Equitable Society, was honored at a din- 
ner there at which J. K. Taylor, mana- 
ger, was host. Mr. Thompson was pre- 
sented a 45-year service certificate and 
insignia. He entered the cashier’s de- 
partment at Louisville, later becoming 
an agent and in 1919 was transferred to 
age 

James Pearce, associate general 

seer Connecticut Mutual Life, Peoria, 
has been appointed head clerk of the 
executive department in the offices of 
the Illinois secretary of state. He has 
been active in Democratic city and 
state politics for a number of years. 

Dr. Pearce practiced dentistry in Pe- 
oria from 1909 to 1916 when he lost his 
eyesight. Two years later he entered 
life insurance and with the aid of his 
wife he has had a successful sales career. 
He has spoken before several life un- 
derwriters association gatherings. 


DEATHS 


Lt. Col. Donald MacGrain, 32, for- 
merly with Sun Life in Michigan, was 
killed in action in Germany while com- 
manding an anti-aircraft battery. He 
had served previously in the South Pa- 
cific theater. 











Joseph Vehon, for many years one of 


the leading producers of the A. P. John- 
son agency of Great-West Life in De- 
troit, died from peritonitis following an 
operation in a -hospital there. Joining 
the agency in 1933, he made the Presi- 
dent’s Club every year. The Detroit 
Life Underwriters Association paid 
tribute to his memory at its January 
meeting. 

George E. Fleeman, superintendent in 
Anderson, Ind., of Conservative Life, 
died in a hospital there following a heart 
attack. 


Ralph W. Mack, 66, formerly Cincin- 
nati co-general agent of Northwestern 
Mutual Life, died suddenly of a heart 
attack at his home. Mr. Mack was an 
outstanding producer and had been as- 
sociated with the agency since 1898 
when he started as cashier. For some 
years prior to 1932 he was also an officer 
of the Rauh & Mack Shirt Company. 

Memorial services were held in Cin- 
cinnati for Pfc. Leon Mack, son of Wil- 
liam J.‘ Mack, Cincinnati general agent 
Northwestern Mutual Life. Leon Mack 
was killed in action in Belgium this 
month. He had been with General Pat- 
ton’s army since July. 

Robert L. Pierrepont, 68, director of 
Home Life of New York, died in down- 
town New York City of a heart attack. 

Elias Klein, manager of the Book- 
Staver agency of Travelers in New 
York, died Ger a short illness. He 


AMONG COMPANY MEN 





Waterman, Clinton, Lawson 
Advanced by Travelers 


Harold A. Waterman, Frederick A. 
Clinton and Donald H. Lawson have 
been inade assistant secretaries of the 
life department of Travelers. 

Mr. Waterman went with Travelers 
as a mail clerk in 1916. He was ap- 
pointed an underwriter in the life de- 
partment in 1919 and a chief underwriter 
in 1926. 

Mr. Clinton left Michigan State Col- 
lege at the end of his sophomore year 
to enlist in the army. He served over- 
seas in the former war and was awarded 
the silver star medal with two oak leaf 
clusters for gallantry in action. He 
joined Travelers in 1919, was made an 
underwriter in the life department in 
1920 and a chief underwriter in 1928. 

Mr. Lawson graduated from the Uni- 
versity of Connecticut, and before en- 
tering the service of Travelers in 1924 
served as an overseer with United Fruit 
Co. in Costa Rica. He was made an 
assistant underwriter in the life depart- 
ment in 1926, an underwriter the follow- 
ing year and a chief underwriter in 
1930. 





Jackman, Williams Named 
to Group Positions 


Jas. L. Williams and George J. Jack- 
man have been appointed field group 
representatives for General American 
Life. 

Mr. Williams, a native Alabaman, at- 





G. J. Jackman J. L. Williams 


tended Georgia Tech and was employed 
as a civil engineer before entering the 
life insurance business in 1935. He will 
cover the Alabama-Tennessee territory 
from headquarters in Birmingham, 
where he has been active in the Kiwa- 
nis, Life Underwriters Association and 
Boy Scout work. 

Mr. Jackman has been associated with 
General American as a personal pro- 
ducer and. agency supervisor for seven 
years in Oklahoma City. A consistent 








had been in the insurance business 35 
years. 
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producer of a large volume of group 
sales, he placed second in group produc- 
tion in 1943. He has qualified for the 
production clubs in each of the past four 
years. 

Mr. Jackman is a graduate of Okla- 
homa University. He will maintain 
headquarters in Oklahoma City to serv- 
ice the Oklahoma-Arkansas territory. 


Equitable, N. Y., Advances Three 


George B. Schaefer and Miss Ethel E. 
Schilling have been appointed assistant 
superintendents of the administration de- 
partment in the home office of Equitable 
Society in New York and Miss Rachael 
J. Bell becomes assistant director of the 
group annuities division of the group de- 
partment. 








New Position of J. A. Hands 


James A. Hands, who resigned as su- 
perintendent of agencies of Great North- 
west Life of Spokane, to join the Frank- 
lin Life, has been named director and 
manager of agencies for Indiana, Ohio 
and Michigan. His offices will be in the 
Circle Tower building, Indianapolis, 
with Ralph L. Colby, general agent. Mr. 


Hands graduated from Michigan State 
College and has been in the life insur- 
ance field 17 years.. He was sales super- 
visor for General American Life before 
going with Great Northwest Life. His 
father was insurance commissioner of 
Michigan and later president of Michi- 
gan Life. 





Secretaries Johnston and 
Johnson of Phoenix Retire 


Harry E. Johnson and Charles E. 
Johnston have retired as secretaries of 
Phoenix Mutual Life. H. E. Johnson 
went with Phoenix Mutual: in 1899, be- 
came cashier the next year, in 1909 was 
elected assistant secretary: and in 1918, 
secretary. 

. E. Johnston’s entire business life 
has been with Phoenix Mutual. He 
started in the actuarial department, was 
elected assistant secretary in 1918 and 
secretary in 1930. Both Mr. Johnson 
and Mr. Johnston were born in 1873. 





Fauser Actuary for United 


Louis Fauser, formerly assistant ac- 
tuary for Alliance Life, has become ac- 
tuary for United of Chicago. Mr. Fau- 
ser attended Bradley Tech and the Uni- 
versity of Illinois. He spent three years 
in the actuarial department of Peoria 
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Life and was later retained by the re- 
ceiver for that company. 

For the past 10 years he was con- 
nected with Alliance Life and worked 
in the underwriting, group and actuarial 
department. He is an associate in the 
Life Office Management Association In- 
stitute and will serve this coming year 
as chairman of the underwriting changes 
committee for the Institute of Home 
Office Underwriters. 





New Security Mutual Directors 


S. R. McKelvie, prominent rancher, 
publisher and former governor of Ne- 
braska was elected a director of the Se- 
curity Mutual Life at the annual meet- 
ing, filling the vacancy created by the 
death of Paul H. Holm. John H. Agee, 
vice-president and general manager of 
the Lincoln Telephone Company, also 
was elected a director. 





Zumbro Made Supervisor 


R. E. Rabun has been transferred 
from Murfreesboro to Chattanooga by 
Interstate Life & Accident to become 
supervisor for six states. 


COMPANIES 


Conservative Stockholders 
Approve Reinsurance 


Stockholders of Conservative Life of 
South Bend, Ind., have approved the 
proposal to reinsure in Central Life of 
Chicago. The directors of the two com- 
panies had taken the necessary action 
and all that remains is to get the ap- 
proval of the insurance departments of 
Illinois and Indiana. Conservative Life 
has about $28 million insurance in force 
and assets of about $4 million. Ac- 
quisition of this business puts the in- 
surance in force of Central Life over 
the $100 million dollar mark. 

General Manager A. S. Burkart, Sec- 











Joins Minn. Mutual 








ARTHUR W. THEISS 


Arthur W. Theiss, who resigned re- 
cently as advertising manager of Ohio 
National Life, is now connected with 
Minnesota Mutual Life at the head of- 
fice in sales promotion and advertising. 








retary C. H. Menge and other officers 
and employes of Conservative Life will 
continue with Central Life. 





Agricultural Life Revival 
Plan Moves Forward 


LANSING—Circuit Judge Carr has 
issued an order, returnable Feb. 26, di- 
recting that policyholders, stockholders, 
creditors and Commissioner Forbes, 
conservator for Agricultural Life of De- 
troit, show cause why a reorganization 
plan advanced by the company, as rep- 
resented by a stockholder group, should 
not be adopted. 

Mr. Forbes had petitioned for a re- 
ceivership on the theory that its asset 
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values had so improved that an attrac- 
tive reinsurance arrangement could be 
secured. 

The motion presented by Seth Bur- 
well, as counsel for the company, was 
not offered as an answer to the re- 
ceivership action but was brought under 
the conservatorship and its approval by 
the court would eliminate necessity for 
a receivership to liquidate the assets as a 
prerequisite to reorganization. 

The plan provides for a new charter 
giving old stockholders an opportunity 
to subscribe to stock in a new company 
and setting aside a questionable $136,000 
unrealized profit reserve against stock 
in the old company with the stockhold- 
ers to share the profit pro rata if the 
item, based on the difference between 
contract price and book value of certain 
real estate holdings, proves out as an 
actual profit. The old stock and the re- 
serve item would be placed under a 
trusteeship. 

Such a reorganization is not objec- 
tionable to the department. p 

It is proposed to issue 4,000 shares of 
new $50 par stock at $75 to create capi- 
tal of $200,000 and net surplus of $100,- 
000. The shares would be offered to old 
stockholders for 30 days. Any shares 
then unsubscribed would be offered to 
shareholders that -had purchased stock 
prescriptively and John MacArthur, 
president of Bankers Life & Casualty of 
Chicago and principal stockholder of 
Agricultural Life guaranteed to the 
court that he would buy any remaining 
stock. 

The $135,000 item consists of the ex- 
cess of face value over book value of 
land contracts entered into during the 
past few years. The conservator has 
been charging off losses on acount of 
land contracts sold for less than book 
value but he has not allowed the tak- 
ing of a profit where real estate was 
sold under contract for a price in excess 
of book value. 





SALES MEETS 


Guarantee Mutual Life 
Agency Heads Convene 


The seven members of the Guarantee 
Mutual Life General Agents Council are 
meeting at the home office this week. 

Members are: Carl M. Leonard, Tulsa, 
president and chairman of the council 
for the second year; Frank F. Ehlen, 
Chicago; John N. Osterud, Spring Val- 
ley, Minn.; J. Guy Jackson, Macon, Ga.; 

Knutson, Portland, Ore.; M. A. 
Moore, Oakland, and Sam B. Starrett, 
Jr., Omaha. 

Forty general agents will convene Jan. 

29-Feb. 2 at Omaha. 














Volunteer State General: 
Agents, Managers Confer 


A conference of general agents and 
managers of Volunteer State Life was 
held at the home office in Chattanooga, 
with 20 general agents and managers 
from eight states in attendance. 

President Cecil Woods presided at the 
opening session and presented John A. 
Witherspoon, recently elected vice-presi- 
dent and agency director. Vice-president 
Witherspoon conducted the program, in 
which plans were adopted for an imme- 
diate expansion and for building man- 
power. Other speakers were Robert F. 
Evans, vice-president and treasurer; Dr. 
John B. Steele, vice-president and med- 
ical director; Will Harris, vice-presi- 
dent, and Rex B. Magee, director of 
sales promotion. The program was 
strictly business, with no special enter- 
tainment for the visitors. The last day 
of the program was given over to per- 
sonal conferences with the officers. 


Great Southern Okla. Rally 


Plans for 1945 were discussed at a 
meeting in Oklahoma City of the Okla- 
homa agency of Great Southern Life. 
Home office officials who attended in- 





cluded Sam R. Hay, Jr., director of sales 
training, and E. A. Kiker, secretary, 
Thomas R. Wilson, state manager, pre- 
sided and led a round table discussion of 
plans for the ensuing year. Ford D. All- 
britton, vice-president, spoke at the din- 
ner. Tom B. Reed received recognition 
as leading producer. Seven members of 
the agency were each credited with ex. 
ceeding $250,000 in new business pro- 
duction. 





Pacific Mutual Seminars 


Pacific Mutual held the first of its 
1945 series of home office seminars for 
general agents and others in supervisory 
capacities. Three weeks of sessions are 
being devoted to study, demonstration 
and practice of the standardized com- 
pany program of correlated induction, 
ee prospecting and selling proce- 
dure. 

Those in attendance are: Byron L, 
Hart, Des Moines; Harold E. Williams, 
Jacksonville; W. Earl Camp, Stockton; 
Frank Frambes, St. Louis; Lawrence 
Houchin and Matthew J. Kennedy, 
West Los Angeles; Arthur H. Lippold, 
Atlanta; Irving J. Silbert and Hugh B. 
McDuffee, Los Angeles; Ned N. Skol- 
nick, Indianapolis. 





Jacobshagen at Okla. Meeting 


Frank B. Jacobshagen, vice-president 
of Farmers & Bankers Life, addressed 
the Oklahoma agency meeting, Okla- 
homa City. Harry W. Sloan, Fort 
Worth, supervisor for Oklahoma and 
Texas, conducted the meeting. G. C. 
White is general agent for Oklahoma. 





Amicable Life Conference 


WACO, TEX.—An agency confer- 
ence was held here by Amicable Life, 
with Edward Roberts, agency manager, 
presiding. Theo. H. Spindle, educational 
director, was in charge. K. H. Easley, 
actuary, reported there is no indication 
of a higher interest rate in prospect. 
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Franklin Smith, assistant actuary, 
stated that Amicable’s increase of $7,- 
384,569 in business in force is a tribute 
to the work of the field men. 

Mr. Spindle emphasized the impor- 
tance of preparing for after war condi- 
tions through proper effort now so that 
a clientele will be built through service 
which wins friendship and builds con- 
fidence. The importance of selling life 
insurance to provide funds to meet es- 
tate taxes was developed. 


CHANGES 


Beesley in Charge 
at Syracuse 


Joseph L. Beesley, cashier of Equit- 
able Society in Chicago for the past four 
years, has 
been appoint- 
ed agency 
manager at 
Syracuse, N. 
Y., succeed- 
ing Harold 
C. Nolting. 
Mr. Nolting 
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becomes 
less active 
because of 
ill-health but 
continues as 
associate 
agency man- 





Joseph L. Beesley 


lager, second 
vice - presi- 
dent, formally installed Mr. Beesley at 
a meeting of the entire Syracuse staff, 
with Mr. Nolting participating. Also 
present were District Managers Riskin, 
Miller and Stewart, Howard Roth of 
the group department, Emmett O’Brien, 
cashier, and also H. A. Spiller from the 
home office. 

Mr. Beesley started with Equitable in 
1926 and has had much experience in 
organization work as well as personal 
production. He has qualified for agency 
club honors and is a C.L.U. Mr. Beesley 
previously served as cashier at Syracuse 
before going to Chicago. 

Mr. Nolting has been associated with 
Equitable for 35 years in various 

§ capacities. 





Cherry in Carolinas 


for Franklin Life 


Franklin Life has appointed L. H. 
Cherry, Jr. of Charlotte regional man- 
ager for North and South Carolina. He 
was former Charlotte manager of Guar- 
dian Life. He plans to open an office at 
Southern Pines to handle business for 
the eastern sections of the two states, as 
well as a general life insurance broker- 
age business, representing Guardian and 










John Hancock. Other branch offices 
will be established later. 
Mr. Cherry, a native of Wainston- 


Salem, N. C., entered life insurance on 
leaving college in 1918 and moved to 
Charlotte in 1938. He is also vice-presi- 
dent of the Commercial Insurance & In- 
vestment Co. of High Point, N. C. 


Columbian National Has 
New Setup in St. Louis 


Columbian National Life has ap- 
pointed the St. Louis Columbian Agency 
ogg oe agent for St. Louis. The agency 

has had a managerial arrangement with 

the company for several years, since 
George L. Dyer, Jr., general agent 
there, entered the army. 

Leo Coffman, former home office su- 
pervisor in charge of the St. Louis 
branch, is president of the newly formed 
corporation; Lee Hughes, former brok- 
erage manager, is vice-president and 
treasurer, and Frank Philpott, former 
production manager, is vice-president 
and secretary. 

Mr. Coffman was appointed home of- 
fice supervisor in charge of the St. 
Louis office in 1943. He is a brother of 
General Agent Robert Coffman of 
Wichita. Mr. Hughes has been with the 
St. Louis office since 1927 and was ap- 
pointed brokerage manager in 1942. Mr. 
Philpott, who became associated with 
the office in January, 1944, was the 
company’s leading producer in paid life 
business for last year. 

The St. Louis branch finished in first 





“place in new issued accident and health 


premiums in 1944 and fourth among 
all agencies in paid life volume with 
$1,317,000, excluding group. 


John Hancock District Changes 


John Hancock Mutual has appointed 
Joe D. Bain as district manager at Jer- 
sey City. He has been assistant man- 
ager at Long Island City, N. Y. 

Nicholas M. Sassano has been trans- 
ferred from Jersey City to manager of 
the Queens, N. Y., district. John Q. 
Johnson, formerly Queens manager, is 
retiring. 





Ohio National Manager at Akron 


T. R. Turney, director of athletics at 
Heidelberg College, Tiffin, O., 14 years, 
has resigned to become agency manager 


of Ohio National Life, Akron. His ter- 
ritory includes Summit, Medina, and 
Portage counties. He was _ formerly 


coach of North high school in Akron. 


CHICAGO 


CENTURY BRANCH IS QUOTA LEADER 


Century Branch of New York Life in 
Chicago earned the distinction of having 
the largest excess volume over its com- 
pany quota of any branch in Chicago 
in 1944, completing the year with $4,- 
944,000 paid for, an increase of one mil- 
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lion over 1943. R. K. Zetland and Frank 
Lolli were the leaders in volume and 
number of applications. J. S. Fredrick- 
son is agency director. 





TRAVELERS DRIVE IN CHICAGO 


Benjamin H. Groves, manager of the 
Chicago branch of Travelers, was host 
at an agency luncheon at which was 
announced the 40 day campaign for new 
life insurance business honoring the 40th 
year of H. H. Armstrong, agency vice- 
president at the home office, as a mem- 
ber of the Travelers organization. 





FORUMS PROGRAM COMPLETED 


The remainder of the program for 
the series of five Saturday sales forums 








Columbian National Leaders 


The William S. Vogel agency of New- 
ark was Columbian National’s leading 
unit in paid life insurance volume for 
1944. The agency paid for 29% more 
life business than it did in 1943 and also 
finished the year in fourth place in 
A. & The Thayer Quinby agency 
of Boston was second in the life depart- 
ment. 

The St. Louis Coffman agency secured 
first place in the A. & H. department 
and was fourth in paid life volume. 


sponsored by the Chicago Association of 
Life Underwriters to start Feb. 10 has 
been announced. W. P. Worthington, 
agency vice-president Home Life of 
New York, at the session March 3 will 
speak on “Let’s Practice Life Under- 
writing,” and Hilbert Rust, vice-presi- 
dent Research & Review, on “Life In- 
surance and Today’s Investment Prob- 
lems.” The final session March 10 will 
be devoted to a discussion of oral sales- 
manship by R. E. Pattison Kline, Chi- 
cago speech instructor. 





CHICAGO TELEPHONE DIRECTORY 


A bigger and better Insurance Tele- 
phone Directory of Chicago, published 
by Tue NATIONAL UNDERWRITER Com- 
pany, has just come from the press and 
is being distributed this week. There 
are more names and more pages in the 
new directory. A feature of importance 
is the inclusion of the postal zone num- 
ber. The new directory is bound in 
serviceable paper cover. It includes all 
company, agency and insurance organi- 
zation offices, and also the leading 1n- 
dividuals such as managers, assistant 
managers, state and special agents, ad- 
justers, and so fgqrth. There are two 
sections, One giving Insurance Ex- 
change tenants, and the other being de- 
voted to insurance outside of the Ex- 
change. At the back there is a service 
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guide of several pages showing firms 
having to do with the insurance busi- 
ness, listed alphabetically by occupa- 
tion, which are recommended by THE 
NATIONAL UNDERWRITER. 

The price of the new directory is $1 
per copy, The edition is strictly lim- 
ited due to government paper restric- 
tions and persons desiring to secure 
copies should apply at once. 





GREGSAMER LEADS COUNTRY 


John C. Gregsamer of the Freeman J. 
Wood general agency of Lincoln Na- 
tional Life in Chicago led the entire 
company countrywide in individual F ssug 
volume of business in 1944. Mr. Greg- 
samer paid for well over a million last 
year. The Wood agency stood fifth in 
the U. S. among Lincoln National agen- 
cies last year, having moved up from 
1ith in 1943. Agnes Duffy, widow of 
Gerald L. Duffy, Mr. Wood’s brokerage 
manager who died there recently, has 
become associated with the brokerage 
department. Before her marriage 12 
years ago she was employed by Travel- 
ers, first as an accident and health un- 
derwriter and later assistant cashier in 
the Omaha office. 


DR. OLIVER MEDICAL REFEREE 


Dr. L. B. E. Oliver has been appointed 
medical referee by Equitable Society at 
Chicago. He also has field supervision 
of medical examiners in Illinois, Indi- 
ana, Iowa, Michigan, Minnesota, North 
and South Dakota and Wisconsin. Dr. 
Oliver is a graduate of University of 
Iowa, and became medical examiner for 
Equitable at Chicago in 1919. In-1936 
Be was appointed assistant to the late 

. Arthur L. Sherrill. 


BOSTON EXPERT TO SPEAK 


An address on “Creation of Estate 
Plans” will be given at a luncheon meet- 
ing of the Life Insurance & Trust Coun- 
cil of Chicago, Feb. 16 by Mayo Adams 
Shattuck of the Boston law firm of Haus- 
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sermaun, Davison & Shattuck. He is an 
authority on trust law, revised Loring’s 
“Handbook on Trust,” and his talk will 
be a condensation of eight lectures 
which he has given on the subject. He 
is familiar with the application of life 
insurance to solve estate and tax prob- 
lems. 





TWO DIVISIONS MEET 

N. P. Parkinson, director of the IIli- 
nois department and J. W. Ross, one of 
his assistants, will speak informally at a 
meeting of the Group Supervisors divi- 
sion in Hotel LaSalle, Chicago, Feb. 5 
The writing of group insurance will be 
discussed. The Women’s division will 
meet at an afternoon tea March 1 to 
which all women agents are invited. 


POLICIES 











American United on 
American Men 3% 


Adoption of the 3% American men 
table for reserves and non-forfeiture val- 
ues by American United Life of Indian- 
apolis as of Feb. 1 made necessary 
complete revision of premium rates and 
values. Only immediate annuities, term, 
disability and double indemnity rates are 
unchanged. No change was made in bene- 
ficiary insurance, continuous monthly in- 
come or educational fund. 

This new reserve basis is reflected in 
a premium increase, with only three 
policies showing a decrease. ‘These are 
mortgage redemption, family income and 
modified life. Likewise, in most cases, 
the extra premium for substandard risks 
is decreased. 

Three nonpar plans have been dis- 
continued, the ordinary life coupon op- 
tion, limited payment coupon option and 
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low cost life. The participating limited 
payment life with increased benefit to 65 
and participating single premium life 
income plans no longer are available. 

A life paid-up at 65 and double pro- 
tection are written both par and nonpar. 
In the par department only, two addi- 
tional policies were added, the 20 pay- 
ment endowment at 65 with special 
options, and single premium endow- 
ments maturing at ages 55, 60 and 65. 

Cash and loan values are available at 
the end of second year on must plans 
at most ages. The rate of interest guar- 
anteed under settlement options is now 
214%. Interest on policy loans was re- 
duced from 6% to 5%. Dividends 
continue to be apportioned end of first 
policy year and annually thereafter but 
they no longer are contingent on pay- 
ment of the next premium. Paid-up in- 
surance is participating on par plans. 
Waiver of premium disability benefit 
may be added to the convertible term 





plans. The new premium rates on a 
number of policies, are: 
Participating Premium Rates 
20 Pay. Gtd. Life Inc. 
Ord. End. End. End. at at 
Life at85 85 at65 60 65 
Age $ $ $ $ 
15 15.50.15.97 27.381 18.05 30.00 24.31 
20 17.00 17.89 29.63 20.66 35.19 28.14 
21 17.85 18.88 30.14 21.27 36.41 29.03 
22 17.72 18.78 30.65 21.90 37.69 29.96 
23 18.10 19.26 31.18 22.57 38.94 30.94 
24 18.51 19.75 31.73 23.28. 40.38 31.92 
25 18.94 20.27 32.29 24.02 41.90 33.02 
26 19.39 20.81 32.87 24.81 438.52 34.18 
27 19.86 21.88 33.47 25.64 45.25 35.40 
28 20.37 21.97 34.09 26.52 47.09 36.71 
29 20.89 22.59 34.73 27.45 49.06 38.09 
30 21.45 23.25 35.388 28.44 50.99 40.09 
31 22.11 23.93 36.06 29.50 53.24 41.62 
32 22.81 24.64 36.76 30.62 55.66 43.24 
83 23.55 25.39 37.48 31.81 58.26 44.96 
34 24.31 26.18 38.23 33.08 61.08 46.81 
35 25.12 27.01 39.00 34.44 64.13 48.63 
86 25.97 27.88 39.80 35.90 67.14 50.72 
37 26.86 28.79 40.63 37.47 70.72 52.98 
38 27.79 29.75 41.49 39.35 74.64 55.40 
39 28.77 30.76 42.388 41.23 78.94 58.01 
40 29. 31. 31 43.10 83.69 60.83 
41 30. 98 28 45.12 88.52 63.88 
42 32.08 & 5.28 47.31 94.41 67.20 
43 33.2% 35 46.33 49.69 101.03 70.53 
44 34.49 36.66 47.42 52.29 108.49 74.47 
45 35.83 38.04 48.56 55.13 116.10 78.79 
46 37.23 39.49 49.76 58.32 125.71 83.66 
47 38.72 41.03 51.01 61.85 186.83 89.07 
48 40.28 42.66 52.33 65.78 149.87 95.12 
49 41.94 44.38 53.72 70.17 165.40 101.31 
50 438.68 46.20 55.18 75.11 181.92 108.93 
51 45.53 48.13 56.73 80.73 pais, Lee 
52 47.49 50.18 58.36 (87.17 127.68 
53 49.56 52.35 60.10 94.63 139.40 
54 51.75 54.66 61.94 103.39 153.26 
55 54.07 57.12 63.89 web 82 169.93 
60 67.98 72.04 75.87 “fan nee 
65 86.86 92.97 92.97 ° 
Non-participating Rates 
20 Guar 
Pay. Life Dbl. Fam. Life 
End. End. P.U. Prot. Ine. Ine. 
at85 85 at65 to65 20Yr. at65 
Age $ $ $ $ $ $ 
15 13.64 22.98 13.90 11.33 cea eee 
20 15.83 25.12 15.46 12.23 4.97 24.94 
21 15.71 256.57 15.83 12.44 4.98 25.75 
22 16.11 26.04 16.22 12.66 4.99 26.61 
23 16.52 26.53 16.63 12.89 5.01 27.52 
24 16.96 27.03 17.08 13.14 5.04 28.44 
25 17.42 27.55 17.56 18.41 5.09 29.46 
26 17.91 28.10 18.07 13.70 5.16 30.54 
27 18.42 28.67 18.62 14.01 5.25 31.70 
28 18.96 29.26 19.20 14.34 5.37 33.40 
2 19.52 29.87 19.83 14.70 5.50 34.69 
30 20.12 30.51 20.51 15.08 5.67 36.05 
3 20.75 31.18 21.82 15.56 5.92 37.50 
32 21.42 31.87 22.18 16.07 6.20 39.05 
33 22.12 32.59 23.11 16.61 6.51 40.71 
34 22.85 33.33 24.09 17.18 6.86 42.48 
35 23.63 34.10 25.14 17.77 7.24 44.27 
36 24.44 34.90 26.27 18.41 7.66 46.29 
37 25.30 35.73 27.48 19.07 8.12 48.46 
38 26.21 36.59 28.78 19.77 8.62 50.80 
39 27.16 37.48 30.18 20.50 9.16 53.32 
40 28.16 38.40 31.69 21.27 9.76 56.04 
41 29.21 39.86 33.32 22.08 10.41 58.99 
42 30.32 40.35 35.08 22.94 11.11 62.19 
43 31.48 41.38 36.99 23.83 11.87 65.47 
44 32.70 42.45 39.08 24.77 12.69 69.27 
45 33.99 43.56 41.87 25.76 13.57 73.44 
46 35.36 44.72 43.80 *27.04 14.53 78.13 
47 36.80 45.94 46.48 *28.42 15.58 83.34 
48 38.33 47.22 49.45 *29.89 16.73 89.17 
49 39.95 48.57 52.77 *31.46 17.98 95.381 
50 41.67 49.99 56.50 *33.15 19.35 102.69 
51 43.50 51.48 60.72 *34.94 .... 111.12 
2 45.43 53.06 65.53 *36.86 120.84 
53 47.49 54.73 71.10 *38.92 132.18 
54 49.68 56.50 77.60 *41.12 145.58 
5 52.01 58.38 *43.47 161.68 
60 66.19 69.84 Sp 2s. 
65 86.19 86.19 
*Double protection for 20 years. 


Mutual, N. Y., Revises Its 
Juvenile Policies 


_Juvenile insurance written in all but 
New York state by Mutual Life of New 
York has been completely revised. Ordi- 





nary life has been dropped. A life paid- 
up at 85 now is available at ages 5 to 9 
inclusive. Premiums and cash values on 
the other three plans have been altered; 
amount of insurance is now $100 below 
age 1; $200 attained age 1 nearest birth. 
day; $400 age 2; $600 age 3; $800 age 4; 
and $1,000 thereafter. 

A return of premium plan, available 
in all but Illinois, is written to provide 
full insurance after age 10, but with re. 
turn of premiums at 3% interest at 
death below age 10. Premium is level 
throughout life of policy. This form is 
written on the 20 payment life and 20 
year endowment plans. 

Premium protection benefit providing 
waiver of premium at death of payor 
may be added at date of issue to all 
juvenile policies. Premium rates for the 
new and revised policies are: 

Ret. of Prem. 
0 20 


Life 20 30 20 2 

: P.U. ‘Pay. Pay: Yr. Pay. Yr 

Age at85 Life Life End. Life End, 
0 .+ ++ $26.30 $21.15 $48.99 $21.25 $45.51 
1 eee 26.10 20.89 49.10 21.39 45.86 
2 112. 26.06 20.83 49.09 21.69 45.37 
3 ..+. 25.85 20.64 48.78 22.02 45.41 
4 ..e- 25.59 20.42 48.38 22.39 45.50 
5 $15.47 25.32 20.21 47.95 22.76 45.60 
6 15.388 25.09 20.03 47.53 23.20 45.77 
7 15.41 25.05 20.00 47.29 23.72 46.03 
8 15.53 25.15 20.08 47.19 24.29 46.38 
9 15.72 25.85 20.25 47.18 24.93 46.77 


Conn. General 
to Write Life on 
Civilians Abroad 


To meet the trend of increasing for- 
eign travel by business men as war re- 
strictions are relaxed Connecticut Gen- 
eral Life has announced that it will now 
consider applications for life insurance 
on civilians expecting to travel or reside 
abroad with appropriate extra premiums 
to cover foreign residence and civilian 
exposure to war hazards almost any- 
where in the world. 

Applicants for life insurance contem- 





The USLife is known to brokers 
and surplus writers as an institu- 
tion Wired for Prompt Service in 
solving their unusual and pressing 


problems in these specialized fields. 


All Regular Life and 
A&H forms 
Group Insurance 
Wholesale Insurance 


Foreign Risks 


THE UNITED STATES LIFE 
INSURANCE COMPANY 
IN THE CITY OF NEW YORK 
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plating temporary residence in many 
parts of the western hemisphere includ- 
ing Hawaii may be accepted for stand- 
ard insurance without extra premiums. 
Citizens of the United States, going 
abroad on business or government mis- 
sions or to give full time to the war 
effort without connection with the 
armed or auxiliary services, will be con- 
sidered under these liberalizations. 


Prudential Intermediate Form 


Prudential introduced a new interme- 
diate endowment at 65 which will be 
issued at ages 10 to 44, inclusive, in 
amounts from $500 to $1,000. Monthly 
premium rates for various amounts at 
quinquennial ages are: 


Age $500 $600 $700 $800 $1,000 

: | $0.92 $1.10 $1.29 $1.47 $1.84 
BGsccesecs 1.04 1.25 1.46 1.66 2.08 
Bi. aos ee TEC 1.40 1.64 1.87 2.34 
25.. 1.34 1.61 1.88 2.14 2.68 
| See eae 1.56 1.87 2.18 2.50 3.12 
_ ee 84 2.21 2.58 2.94 3.68 
40... ee eee 2.23 2.68 3.12 3.57 4.46 
Ct See 2.67 3.20 3.74 4.27 5.34 





| 
| 





_ AGENCY NEWS 


Wing Agency Celebrates 
1944 Record at a Dinner 


LOS ANGELES—The C. C. Wing 
agency in San Francisco of Occidental 
Life of California held a banquet here in 
celebration of its outstanding 1944 pro- 
duction record. Home office officials at-, 
tended. The agency placed third in paid 
life premiums and seventh in paid vol- 
ume among all Occidental agencies last 
year. Tribute was paid to Mr. Wing for 
developing the agency to this high stand- 
ing in less than five years since it was 
established. The average earning record 
of its agents is one of the highest in 
Occidental. 

A copper plaque was presented to K. 
C. Chow for leading all Occidental 








An Insurance Authority 
Once Said: 


“Insurance Salesmen should never 
limit themselves to the sale of 
Life Insurance only and vice- 
versa.” 


POSTAL LIFE offers you the 
OPPORTUNITY to take care 
of your prospects and policy 
holder’s problems completely. 


L. H. G., one of our agents 
added over $2000 to his 1943 
INCOME on his ACCIDENT 
& HEALTH business. 


POSTAL LIFE offers LIFE, 
ACCIDENT, HEALTH and 
HOSPITALIZATION con- 
tracts. Don’t overlook the op- 
portunity to earn these addi- 
tional commissions and _ re- 
newals, 


Openings in MISSOURI, 
KANSAS, IOWA and NE. 
BRASKA. 


For information WRITE 
O. R. Jackson, Vice-President 


POSTAL LIFE & CASUALTY 
INSURANCE COMPANY 


“An Old Line gg Reserve Life Insurance 
‘ompany”’ 


4727 Wyandotte St. Kansas City 2, Mo. 








agents in 1944 paid premiums, as he did 
in 1942. He paid for more than a million 
in Occidental last year. Mrs. 
Wong, Stockton, led all the women 
agents in production for the second con- 
secutive year and also received a copper 
plaque. She is the first woman agent 
ever to qualify for Occidental’s Leading 
Producers Club. 

The Wing agency produced 128% of 
its large quota in the recent Billion-Dol- 
lar Drive and six members exceeded their 
individual quotas. All received plaques 
for these feats. 





Niemann Agency Bankers 
Life Leader for 9th Year 


For the ninth consecutive year the 
Des Moines agency of W. K. Niemann 
led Bankers Life, Iowa, agencies in sales 
with a 1944 record of $5,351,852. Mr. 
Niemann holds a record of topping the 
company’s agencies in sales ever since 
he took over the Des Moines agency. 

Six members of his force ranked 
among the top 15 salesmen in the com- 
pany’s field force. Two of them won 
membership in the Bankers Life $750,- 
000 Club, W. B. Mahaffa of Rockwell 
City having $815,966 and D. R. Meredith 
of Des Moines $758,700. 





Hays & Bradstreet Meeting 
Features Market Analyses 


LOS ANGELES—At the annual 
meeting of the Hays & Bradstreet 
agency of New England Mutual Life, 
an, analysis of “program marketing,” 
under two subheads, (a) professional 
man in today’s market and (b) effects 
of social security benefits, was given by 
General Agent R. H. Bradstreet; an 
analysis of the business life insurance 
market and tax aspects creating sales 
possibilities by S. Alber Clark; “Federal 
Estate Taxes and Estate Planning,” 
particularly as it affects community 
property, Edwin Davies; “Employes 
Pension Plans,’ General Agent Rolla 
R. Hays, Jr., and “Building a Clientele 
in Today’s Market,” Frank L. Storment 
and Edward Choate. 





Johnstown Agency Wins Trophy 

The Johnstown, Pa., district agency 
of John Hancock Mutual Life won the 
President’s Trophy for 1944, awarded 
for general excellence. Johnstown has 
been runner-up for the trophy on sev- 
eral occasions and has won Presidential 
Citations nine times out of the past 11 
years. 


Woods Agency Record 


For 1944 the Woods agency of Equit- 
able Society in Pittsburgh led all the 
agencies in ordinary and group insur- 
ance. Paid-for ordinary was 32% in 
excess of 1943. Some 4,200 lives, ex- 
clusive of group, were insured. 

Sixty-four agents qualified for mem- 
bership in one or more of the pro- 
duction clubs. John M. Pfeil, Mark B. 
Higgins, and L. A. Spencer attained 
membership in the Million Dollar Club. 

More than $1 million of policy loans 
were repaid through the Pittsburgh of- 
fice in 1944. New policy loans in 1944 
showed a 321%4% decrease from 1943. 


The Kansas agency of Business 
Men’s Assurance held a short agency 
meeting preceding the Wichita accident 











WANTED 


Group life and casualty claim man 
for Home Office of large middle 
western company. Excellent oppor- 
tunity. Please give details of edu- 
cation and business experience, 
salary expected and date when 
available. Replies held in confi- 
dence. Address A-96, The National 
Underwriter, 175 W. Jackson Blvd., 
Chicago 4, Illinois. 











Julia’ 


and health sales congress. Bert A. 
Hedges, state manager, entertained 
about 30 at a buffet supper. C. A 
Baird, Almena, led the agency in 1944 
on combined lines; Leo G. Miller, Eu- 
reka, in life and E. L. Sisk, Wichita, in 
both the number of lives insured and in 
new accident and health business. Mr. 
Hedges has been elected president of 
the newly organized Kansas War Dads. 

John W. Yates, Massachusetts Mutual 
Life, Los Angeles—Closed the year 1944 
with a gain of 34% in paid business over 
the preceding year. 

Swift C. Barnes, Union Central Life, 
Newark—Made a 44% gain in paid-for 
life insurance in 1944. Mr. Barnes quali- 
fied for the $500,000 Club of the company 
for personal production. 

R. J. Costigan, manager Missouri 
branch, Business Men’s Assurance, Kan- 
sas City—Life insurance paid for in 1944 
exceeded $4 million, first year A. & H. 
premium income was $110,116 and total 
A. & H. premiums $308,366. Business ex- 
ceeded the previous record year by 40%. 
Additionally much group insurance was 
written. 











Seek Insurance Funds 


OKLAHOMA CITY — House Bill 
135 in the Oklahoma legislature seeks 
to transfer fees and taxes collected by 
the insurance commissioner to the gen- 
eral school fund of the state. 


MANAGERS 


Robison Minneapolis Chief 

The Life Managers Association of 
Minneapolis has elected W. La von 
Robison, Mutual Life, president; A. H. 
Hiatt, Jr?, Aetna Life, vice-president, 
and Palmer Anderson, Connecticut Gen- 
eral, secretary-treasurer. 








Hamilton, Ont., Managers Eleci 


The Life Managers Association of 
Hamilton, Ont., has elected these offi- 
cers: Milton R. Hamilton, Imperial Life, 
president; Clarence W. Coombs, Con- 
federation Life, vice-president; Harry 
Cassidy, Dominion Life, secretary-treas- 
urer. 





Bricker Speaks to Leaders 


COLUMBUS, O.—Former Governor 
John W. Bricker spoke at the leaders 
banquet given by the Columbus Life 
Managers & General Agents Associa- 
tion in honor of the leader in each 
agency. 





Honor Leaders at Columbus 


More than 50 attended the annual 
Leaders’ Club banquet of the Life Man- 
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COMMONWEALTH 


Commentary 


CAREER INCENTIVES 


The agency policy of Commonwealth, which has been 
developed in strict accordance with definite company 
objectives, includes the following: 


“The Commonwealth recognises the value of its 
underwriters and the dignity of the life insurance 
Accordingly, compensation is fully com- 
with the work performed, and in keeping 
with the requirements of living standards of success- 


That is why the company developed its famous PLUS 
CONTRACT which, through its persistency bonus pay- 
ments, gives weight to quality, volume, and length of 
service, and thus furnishes the incentive for the Com- 
monwealth Careerman to build a permanent business 


Insurance in Force December 31, 1944— 


$242,770,870 


COMMONWEALTH 


INSURANCE COMPANY 
MORTON BOYD, President 


WHERE QUALITY MEN ARE BUILDING QUALITY VOLUME 
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Little girl, your language is a dead 
giveaway that your dad is a typ- 
ical life insurance man. We here 
at Fulton understand the average 
life deep-seated 


-yearning for freedom of action, 


underwriter’s 


expression, and imagination. We 
encourage originality, ride rough- 
shod over unnecessary red tape, 
help push back those fences as far 


as they need be. 


Yes sir, pardner, if you have the 
stuff you'll find our front gate easy 


to swing open. Try it some time. 
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FIDELITY 
LIFE ASSOCIATION 
FULTON, ILLINOIS 


Founded 1896 
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LEGAL reserve fraternal 

life insurance society for 
all Lutherans on 3% Aimerican 
Experience reserve basis. 
Twenty-five years old—$105,000,- 
000 in force. Mortality experi- 
ence 1943—24.64%. Rate of 
assets to liabilities—111%. 


* 


Our new agents’ contract, with 
retirement program, has been 
enthusiastically received by our 
agency force. 


* 


Address your letter of inquiry 

to: 

THE SUPERINTENDENT OF 
AGENCIES 


LUTHERAN BROTHERHOOD 


LEGAL RESERVE LIFE INSURANCE FOR LUTHERANS 


Herman L. Ekern, President 


668 Second Avenue So., Minneapolis 2, Minnesota 








agers & General Agents Association of 
Columbus, O. R. G. Leuzinger, general 


agent of Ohio State Life, was in charge’ 


of the committee making arrangements. 
Former Governor John W. Bricker was 
the speaker. Robert J. Johnson, Bank- 
ers Life of Iowa, president of the asso- 
ciation, presented plaques to the leaders 
of local agencies. 





Los Angeles Speaker 


The Life Supervisors Association of 
Los Angeles heard Victor Kelly, unit 
manager of the Alex A. Dewar agency 
of the Equitable Society, talk on 
“Training New Agents.” 

Mr. Kelly said building enthusiasm 
for the life insurance business in the 
minds of the new agents is one of the 
most important things. He considers 
joint work a large factor in the pro- 
gram and said the agent gains a better 
grasp of the business by “watching and 
doing.” 





_ At the Boston Life Insurance Cash- 
iers Association guest night dinner 
meeting, Dr. G. F. Austria of the 








Aid Association Revises Its 
Retirement Income Forms 


Retirement income policies of Aid 
Association for Lutherans have been 
revised to provide a guaranteed period 
of 120 months in lieu of 100 months as 
heretofore. In event of death of an- 
nuitant during the guaranteed period, the 
balance of monthly installments will be 
commuted at 2% interest, compounded 
annually, and paid in one sum to bene- 
ficiary. 

Maturity cash values at 60 of $1,873 
and at 65 of $1,656 provide an income to 
males of $10 monthly, or $8.85 to 
females. The amount of insurance prior 
to maturity is $1,000 or the cash value, 
if greater. The revised premium rates 
per unit of $1,000 face amount and $10 
per month (male) income at maturity 
are: 

Retirement Income $10 Per Mo., Male 


Age At60 At65 Age At 60 At 65 

0 $20.68 $18.07 37 $ 67.83 $ 49.14 
5 21.60 18.31 38 71.65 51.44 
10 24.45 19.94 39 75.86 53.91 
15 28.05 22.50 40 80.50 56.59 
20 32.91 25.97 41 85.70 59.57 
25 39.44 30.96 42 91.49 62.70 
26 41.00 32.00 43 98.00 66.17 
27 42.66 33.13 44 105.32 70.00 
28 44.43 34.30 45 113.62 74.18 
29 46.82 35,55 46 123.13 78.91 
30 48.35 36.89 47 134.12 84.17 
31 50.54 38.32 48 146.92 90.04 
32 52.89 39.83 49 162.11 96.66 
33 55.42 41.45 50 180.29 104.15 
34 58.15 43.18 55 380.41 164.05 
35 61.11 45.02 60 Ye 341.97 
6 64.33 47.00 


C.O.F. Has Gains in Force 
and Membership in 1944 


Catholic Order of Foresters insurance 
in force increased 37.74% and member- 
ship gained 34.8% in 1944, T. R. Hea- 
ney, high chief ranger, reported. Total 
gain in membership was 8,835 and in in- 
surance in force $9,529,047. Insurance 
written in the year totaled $15,540,800, 
the largest year in the society’s history. 

Jan. 1, 1943, C. O. F. adopted the 





“Since 1{868”—the 
best in Life Insurance 
Service for Catholics 


CATHOLIC 
FAMILY PROTECTIVE 
LIFE ASSURANCE SOCIETY 


726 NW. WATERSTREET - MILWAUKEE 2, Wis. 
Whole Family Life Insurance for Catholicos 








theme “Back to the Membership,” 
stressing fraternalism and stimulating 
activity in the lodges, better attendance 
and personal interest of members. Many 
members again assumed the responsibil- 
ity of soliciting their friends. This re- 
sulted in an increase of 84.92% in new 
business in 1943 over 1942, 96.73% over 
1941, and 118% over 1940. 

Membership has increased 16,125 since 
Jan. 1, 1941 and insurance in force in- 
creased $18,135,503. Total membership 
is 148,191. 

Field representatives of Catholic Order 
of Foresters, Chicago, are taking part in 
a six-month campaign to end June 30, 
paying honor to Thomas H. Cannon, 
chairman, for his 53 years’ service to 
the order. Following the campaign, 
sometime in August or September, there 
will be a banquet in Chicago at which a 
bronze plaque bearing a bas-relief por- 
trait of Mr. Cannon and a ‘suitable 
legend in raised letters will be dedi- 
cated. 

The plaque is to be placed in the head 
office. It was provided for by resolution 
adopted at the last international meet- 
ing. Representatives qualifying in the 
campaign were offered an all-expense 
trip to the unveiling of the plaque, but 
this has been cancelled and representa- 
tives will be paid in cash. 





Illinois Congress Postponed 
The executive committee of the IIli- 





nois Fraternal Congress at a meeting 
voted to postpone indefinitely the annua] 
meeting which was to have been held 
Feb. 21 in Chicago, due to the request 
of War Mobilization Director Byrnes 
not to hold conventions this year. 





Lutheran Brotherhood Record 


Lutheran Brotherhood new business 
last year aggregated $18,344,046, an in- 
crease of over 44%. The December busj- 
ness totaled $1,812,666 which was 22.6% 
gain over December, 1943. This society, 
which was founded in 1917 as the Luther 
Union and the name changed to the 
present title in 1920, has gained in new 
business every year. Woodrow Lang. 
haug of Minneapolis was first in per- 
sonal production and the J. O. Hembre 
agency of Montevideo, Minn., led all the 
agencies. 





Andrew F. Carlin, 70, former presi- 
dent of the National Fraternal Congress 
and an active member in the Eagles, 
Moose and New England Order of Pro- 
tection, died at his home in Bos- 
ton. He was a lieutenant colonel in 
command of the army field service in 
Washington in the first world war and 
was called to the ordnance corps in 
1939. In 1920 he began a long service as 
president of the A. O. U. W. of Massa- 
chusetts. He had served in the Massa- 
chusetts legislature. 





bills. 





LEGAL RESERVE FRATERNAL INSTITUTION 


Organized in 1898 
Forty-Five Years of Insurance and Fraternal Service 


Home Office—Praetorian Building—Dallas, Texas 


THE PRAETORIANS 


Adult and Juvenile Policies on the Easy Monthly Pay- 
ment Plan, giving one the opportunity to budget his 
Life Insurance protection along with his other monthly 











year's end. 





Woodmen of the World Achieves | 
Greatest Growth in 25 Years 


Through cooperative effort of its officers, financial secretaries and 
field representatives, and stimulated by its "Fraternity in Action" 
program, the Woodmen Society in 1944 enjoyed its greatest 
year's growth in a quarter of a century. Its membership showed a 
net gain of 8,639; insurance in force was $19,696,423 greater, 
and its assets increased $5,000,000 to exceed $146,000,000 at 


Life Insurance Society 
OMAHA, NEBR. 


| 
WOODMEN of the WORLD 
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Not too large to give personal attention to individual 


The Standard LIFE Association | 


Not too small to provide money-making agency con- 


tee 
54th Year of Service 


Lawrence, Kansas 
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Okidlioma Sales 
Congress Held 


OKLAHOMA CITY —No one can 
predict the future economic develop- 
ment of the nation but whatever it is, 
life insurance will keep pace with the 
nation’s progress, Robert L. Hogg, 
manager and general counsel American 
Life Convention, declared before the an- 
nual sales congress of the Oklahoma As- 
sociation of Life Underwriters here, at- 
tended by more than 250. With 70,000,- 
000 policy holders life insurance com- 
panies must avoid participation in poli- 
tics, yet the industry has a recognized 
place in public affairs, Mr. Hogg de- 
clared. 

Life insurance is recognized as a busi- 
ness clothed with public interest, Mr. 
Hogg asserted, citing its aid in curbing 
inflation. With slum clearance projects 
life insurance has entered the broad 
field of social service. 


Two Interviews a Day 


“Try for at least two real interviews 
a day,” Leon B. Fink, Equitable Society, 
Kansas City, urged. With a goal of 
$1,000,000 in 1945, Mr. Fink said he has 
written 22 applications in January in ex- 
cess of $300,000. Presentations on an 
income basis are the first step in getting 


out of the $1,000 and $2,000 policy class,- 


he said. 

William R. Harrison, Union Central, 
Little Rock, stressed selling to fit spe- 
cific needs. Prospecting doesn’t require 
brilliant and unusual ideas as much as 
simple and intelligent methods. Getting 
names is not prospecting. They must 
be evaluated. He advocated presenting 
life insurance as a prophetic investment. 
The real test of an investment “is not 
what it is worth when you buy it nor 
what it has been worth in the past, it is 
what it is worth when you need it,” he 
declared. 

The disorganized agent has to work 
harder and faces more difficulties than 
the man who puts his feet on the floor 
each morning with a definite knowledge 
of what his program is for the day, Mr. 
Harrison declared. 

George L. Wright, St. Louis, western 
division manager Retail Credit Co., 
urged agents to facilitate inspections by 
giving references so that applicants can 
be more easily identified. 

Chester O. Fischer, vice-president 
Massachusetts Mutual, told of the prog- 
ress of the life insurance business. 


Get Them to Buy 


The slogan “see ’em and sell ’em,” 
should be changed to “See ’em and tell 
‘em—and they’ll buy,” B. W. Byerley, 
Travelers, Pryor, Okla., declaréd. Every 
Prospect realizes that if he doesn’t die, 
he is going to get old. For either event 
he has the human desire to make provi- 
sion within the realm of his pocketbook. 
“If we properly present our product in 
an understandable manner, as one stone 
with which we can kill both birds, he 
will not have to be sold—he is ready to 
buy. Get your prospect to set his ob- 
jectives. You are the engineer and archi- 
tect. Devise a plan to do the things he 
wants to accomplish.” 

Margaret A. Willour, New York Life, 
Oklahoma City, pointed out that fear 
motivates people to buy insurance. A 
man or woman who has no reasonable 
fear of the future for him or herself and 
family shows very little intelligence. 

Ivan L. Bush, Mutual Life of New 


| York, Tulsa, recommended program- 


ming to increase individual sales. He 
made a 75% gain in personal production 
by arranging a man’s insurance. to fit 
specific needs. 


Chicago Active in Bond Drive 


Again the Chicago Association of Life 
nderwriters in the sixth war bond 





drive had an important part to play in 


meeting the “E” bond quota in Chicago 
and Cook county. More than 400 mem- 
bers canvassed plants in Chicago em- 
ploying 100 or more employes, there be- 
ing about 1,500,000 workers in these 
plants, and placed approximately $75 
million of the “E” bonds. Association 
members in the fourth, fifth, and sixth 
war loan campaigns in 1944 sold 
approximately $235 million. The asso- 
ciation members also have charge of the 
continuous sales of “E” bonds to em- 
ployes through the payroll savings plan. 
The payroll saving deductions in Chi- 
cago and Cook county amount to ap- 
proximately $25 million monthly. 





Post-War Success Factors 
Viewed by Hartshorn 


CINCINNATI—Success in meeting 
the strong post-war sales competition 
from other lines depends on four fac- 
tors, W. W. Hartshorn, Metropolitan 
Life superintendent of agencies, pointed 
out before the Cincinnati Association of 
Life Underwriters. 

1. Getting back into the habit of put- 
ting in an honest day’s work every day. 
2. Being careful not to get sloppy in 
presentations and concentrating on be- 
coming more skillful in sales presenta- 
tions. 3. Having a complete belief in 
and enthusiasm about the institution of 
life insurance. 4. A personal program 
for success. 

In analyzing today’s life insurance 
market, Mr. Hartshorn said tax condi- 
tions are such that the only way that a 
man can build an estate is through life 
insurance. People are more receptive 
now because there never was a time 
when the people needed the life insur- 
ance man’s advice as much as today. As 
people are learning more and more about 
insurance through social security and 
National Service Life, there is a great 
opportunity for agents to help people 
put their house in order. 





Tomlinson Addresses Four 
Associations in Wisconsin 


T. H. Tomlinson, manager of sales 
promotion of Bankers Life of Iowa, ad- 
dressed the Wisconsin Valley Associa- 
tion of Life Underwriters at Wausau 
on “Getting Set for Sales.” 

Mr. Tomlinson also spoke before the 
northeastern Wisconsin association in 
Green Bay. and the Manitowoc and Mil- 
waukee associations. 

Joseph F. Hinkes, supervisor of Bank- 
ers Life in Milwaukee and president of 
the Wisconsin Association of Life Un- 
derwriters, arranged for Mr. Tomlin- 
son’s state appearances and accompanied 
him to Manitowoc and Green Bay. 


Business Men Told About 
Bureau's Aptitude Tests 


LITTLE ROCK—The Little Rock 
Life Underwriters Association invited 
business men of the city to its joint 
meeting with the Little Rock Kiwanis 
Club to hear John Marshal Holcombe, 
Sales Research Bureau, tell how science 
can aid in the improvement of sales and 
distribution technique and personnel in 
the post-war period. 

“The public is tired of having its time 
wasted by poor salesmen and poor dis- 
tribution methods,” he said. “It demands 
better selling and service increasingly.” 

He reviewed the work of the bureau 
in connection with selection of life in- 
surance salesmen through scientifically 
prepared aptitude tests. 

Commissioner McKenzie, who recently 
took office, Was a guest. 








Tri-State Rally at Evansville 


The tri-state sales congress in Evans- 
ville, Ind., drew an attendance of about 
225. Life men from Henderson, Padu- 
cah and Owensboro, Ky.; Olney, Har- 
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DOES “LIFE BEGIN AT 40?” 


Regardless of whether you believe that for an individual it 
“does” or “doesn’t,” you will be interested in knowing that— 


1945 will complete 40 YEARS of SERVICE, GROWTH and 
ACHIEVEMENT for the INDIANAPOLIS LIFE INSUR- 
ANCE COMPANY (A Legal Reserve Mutual Company). 


IT Is — 
OLD ENOUGH to be thoroughly seasoned and experienced. 
YOUNG ENOUGH to have the vigor and aggressiveness 
of a growing institution. 
LARGE ENOUGH to handle any situation or case that may 


arise (over $141,000,000 of insurance in force and over 
$38,000,000 in assets). 


SMALL ENOUGH to know its associates by their first 
names and give them and their policyholders unusually fine 
individual service. 


IT IS NATIONALLY KNOWN — 


For its low lapse ratio, quality assets, high average earnings 
per man, complete kit of policies, and as a BUILDER OF 
SUCCESSFUL CAREER UNDERWRITERS. 


A FEW CHOICE GENERAL AGENCIES AVAILABLE IN 
TEXAS — Austin, Corpus Christi, Beaumont, and Marshall. 
Also, in Indiana, Illinois, Ohio, Iowa, Michigan and Minnesota. 


Inpianapouts Lire Insurance Company 


Indianapolis 7, Indiana 
An Old Line Legal Reserve Mutual Company Organized in 1905 
A few choice territories still available in Indiana, Illinois, Texas, Ohio, 
Michigan, Minnesota and Iowa. 


Edward B. Raub A. H. Kahler 
President 2nd Vice-President 
Supt. of Agencies 
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CONSULTING ACTUARIES 


62 Market Street 437 S. Hill Street 
SAN FRANCISCO LOS ANGELES 


ILLINOIS 
DONALD F. CAMPBELL 
DONALD F. CAMPBELL, JR. 


Consulting Actuaries and Public Accountants 
85 Years of Service 


Salle. Street, Chicage, Illinois 
Tel. State 1336 
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WALTER C. GREEN 
Consulting Actuary 
211 Wacker Drive 
Chicago 
Franklin 2633 











HARRY S. TRESSEL 


Certified Public Accountant and 
Actuary 
10 S. La Salle St., Chicago 3, IU. 
M. Wolfman, 7. I Franklin 4090 
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Rg. Moseoviteh, A. A. I. A. 
W. H. Gillette, G. P. A. 
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Haight, Davis & Haight, Inc. 
Consulting Actuaries 


FRANK J. HAIGHT, President 
Indianapolis—Omaha 























HARRY C. MARVIN 
Consulting Actuary 


221 E. Ohio Street 
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MISSOURI 


risburg and Carmi, IIl.; Indianapolis, 


Vincennes and Petersburg, Ind., at- 
tended. 

Ray E. Habermann, Northwestern 
National Life, Minneapolis, discussed 


“Prospecting for the Package Sale” and 
B. N. Woodson, vice-president of Com- 
monwealth Life, talked on “A Philoso- 
phy of Achievement” at the morning 
session. Afternoon speakers were Judd 
C. Benson, Union Central, Cincinnati, 
and A. R. Jaqua, associate editor of the 
Diamond Life Bulletins, on “Full Speed 
Ahead.” 


Toledo, 0.—Henry E. Haiman of Cleve- 
land, agent of Northwestern Mutual Life, 
was the speaker at a luncheon meeting 
Jan. 25. He discussed how in Cleveland 
for two years the men in the business 
have been re-establishing their position 
as independent life agents. He is first 
vice-president of the Cleveland associa- 
tion. 

Richmond, Va.—C. L. Moore, divisional 
field supervisor of Metropolitan Life, 
spoke on “Responsibility of an Agent,” 
outlining the agent’s duty to his com- 
pany and also to his client. Nine new 
members were elected, bringing the 
membership to 175, a new record. 

Dave E. Satterfield, Jr., newly elected 
general counsel of the Life Association 
of America, will speak at the February 
luncheon-meeting. 

Jacksonville, Ill.— Arthur J. Lauff, 
Farmers State Bank & Trust Co., and 
Attorney W. T. Wilson discussed the GI 
bill of rights at a dinner meeting. 

Toronto—Karl1 A. Kreder, Metropolitan 
Life, Charleroi, Pa., was the speaker at 
the meeting Thursday. 

Indianapolis—Arthur F. Priebe, asso- 
ciate general agent of Penn Mutual Life 
at Rockford, Ill., spoke Jan. 25 on “Sim- 
plified Programming.” 


Southeastern Minnesota — “Simplified 
Selling’ was discussed by Ray Haber- 


man, Northwestern National Life, at a 

meeting at Red Wing. Plans for a sales 

congress this spring were discussed. 
Buffalo—Manuel Camps, Jr., general 


agent of John Hancock Mutual, New 
York City, discussed “See ’Em to Sell 


’Em” at a meeting Jan. 19. 

Alexandria, La.—R. I. Gates is presi- 
dent of the newly organized association 
here. E. H. Blackwood, New York Life, 
is first vice-president; C. H. Cline, Na- 
tional Life & Accident, second vice-presi- 
dent; R. D. Marcus, Guaranty Income 
Life, secretary. 

Peoria—A symposium on taxation and 
life insurance to solve tax problems par- 
ticipated in by three experts was held 
at the monthly luncheon meeting Tues- 
day. The experts were B. M. Becker of 
Levinson, Becker & Peebles, Chicago law 
firm, who handles tax, estate and pen- 
sion trust matters in connection with 





life agents; Harve Page, trust officer 
Northern Trust, and Paul W. Cook, gen- 
eral agent Mutual Benefit Life, both of 
Chicago. Both Mr. Page and Mr. Cook 
are past presidents of the Chicago Life 
Insurance & Trust Council which holds 
similar symposiums monthly on estate 
and tax matters. 

Detroit—The E-bond payroll deduction 
war bond committee of the Detroit asso- 
ciation has been congratulated by Henry 
Morgenthau, Jr., Secretary of the Treas- 
ury, for its outstanding record in the 
sixth war loan. The 740 firms serviced 
by the 104 active members of the com- 
mittee sold $30,447,060 in bonds during 
the drive against a quota of $28,299,030, 
or 107.5%, H. A. Rife, Jr., New York Life, 
co-chairman of the committee, reported 
at the January meeting. 

Northern New Jersey—Harry Harding, 
executive of Young & Rubicam adver- 
tising agency, speaking in Newark on 
“Selling Ideas,’ said that selling will 
have to be compressed, because of new 
ideas which will result from the war. He 
urged more attention to human relation- 
ship and simplicity in conversation with 
clients, and stressed the advantage’ of 
mutuality in swapping ideas, because an 
idea that may have not proved success- 
ful in one case may be just the idea for 
another person. 


San Antonio, Tex.—The desire to ren- 
der service rather than to primarily earn 
money is the chief characteristic of the 
professional point of view, Miss Mary 
Donnell, Equitable Society, pointed out 
before the women’s division. In render- 
ing service the agent must make fitting 
needs her primary objective. 

La Porte County, Ind.—oO. A. Hoeller, 
manager of the Hoosier Ice & Coal Com- 
pany, spoke on “Salesmanship” at a din- 
ner meeting in Michigan City. 

Memphis, Tenn.—Chester O. Fischer, 
vice-president of Massachusetts Mutual 
Life, spoke on “The Future Begins To- 
day.” 

Bloomington-Normal, Ill,—Loyal Tillot- 
son, business administration school dean 
of Bradley college, Peoria, spoke. 

Parsons, Kan.—At the charter meeting 
of the newly organized Parsons associa- 
tion representatives of neighboring asso- 
ciations attended. Harold Lunsford, Em- 
poria, president Kansas_ association, 
spoke. John S. Kerns, Pittsburg, and 
Walter Leonard, Manhattan, also talked. 
Officers of the new association are Fred 
Newbery, Metropolitan, president; M. E. 
Lay, Farmers & Bankers, vice-president, 
and F. C. Kirkpatrick, Travelers, secre- 
tary-treasurer. 

Topeka—Prof. Joseph Foth of the Eco- 
nomics department of Washburn Munici- 
pal University discussed the farm situa- 
tion. 











Louis—A business life insurance 
sales training course will start Feb. 9. 
B. N. Woodson, vice-president Common- 
wealth Life, will give the first lecture on 
“Sole Proprietorship’; Hampton H. Irwin, 


St. 





NEW YORK 


JOHNSON ADDRESSES WOMEN 


Holgar J. Johnson, president Institute 
of Life Insurance, will address the 
League of Life Insurance Women, Feb, 
6. Also, taking part in the program will 
be Mrs. Marion S. Eberly, head of the 
women’s division of the institute. 


WOLFSON AGENCY INCORPORATED 


The S. S. Wolfson agency of Berk- 
shire Life at New York has been in- 
corporated. S. Samuel Wolfson is presi- 
dent, and Hilliard N. Rentner, vice- 
president,, The original agency was 
founded by Mr. Wolfson in 1929, and 
during the past 15 years it has become 
one of the top agencies of Berkshire, 
It has been the leading agency in life 
insurance production for the past several 
years. 

Mr. Rentner started in the business 
in 1940 with the Wolfson agency. He 
became agency supervisor in 1943; in 
1944, was appointed assistant general 
agent. 


Life Insurance Counsel 
Group Cancels Meeting 


The executive committee of the As- 
sociation of Life Insurance Counsel, 
on the request of James F. Byrnes, di- 
rector of war mobilization, has canceled 
the proposed spring meeting of the as- 
sociation, which had been set for May 
8-9. 








educational director Massachusetts Mu- 
tual Life, will discuss “Partnerships” on 
Feb. 23. James Elton Bragg, New York 
manager Guardian Life, will cover “Key 
Men” on March 9, and H. P. Gravengaard, 
associate editor “Diamond Life Bulle- 
tins,” appears on March 23 with “Close 
Corporations” as his subject. There will 
also be four forums. 

Peoria, Hl—Harold Geef, Prudential, 
was named winning division captain in 
the annual membership campaign with 
the following team winners: R. S. Davis, 
Continental; Harry Scharlach, Pekin, 
Prudential, and V. T. Donnan, Metro- 
politan. 

James W. Ross, supervisor state insur- 
ance department policy bureau’ and 
Peoria president in 1934-35, spoke. Lynn 
F. Tracy, Chicago agency director New 
York Life, first president of the Peoria 
organization in 1916-17, was a guest. 

Manhattan, Kan.—The Manhattan as- 
sociation is again the first association in 
the nation to pay its national dues in 
advance. 
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“Organized Planning — 


a working sales aid to 
help U.C. Agents stay on schedule 
fulfilling their sales goals! 








Every month U. C. agents are supplied with a copy 
of “Organized Planning” by the home office. This 
booklet does much more than show a record of the 
day by day calls, interviews, names of new prospects, 
calls on centers of influence and sales made. 


Monthly totals are entered into the annual copy 
of “Organized Planning” also provided for each 
U. C. agent. This becomes a permanent record and 
enables the agent to see his progress toward attain- 
ing his annual sales goal. 


“Organized Planning” is yet another example of 
the planned efforts of Union Central to help its 
agents work efficiently and smoothly ... . to increase 
their sales and thus enjoy a better living. It’s an- 
other reason why U. C. is known as “an agents’ 
company.” 


The UNION CENTRAL 
LIFE INSURANCE COMPANY 


Cincinnati, Ohio 


Over $475,000,000 in Assets 
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WELL 
BALANCED 


What is a well-balanced company? 


It is, we think, a company whose finan- 
cial structure is sound . . . Whose geo- 
graphical market embraces a balance of 
metropolitan, town and rural areas... 
Whose Head Office is advantageously 
located with respect to prompt service to 
policyholders and agents . . . Whose pol- 
icy contracts include all fundamental 
coverages. ... 


It is a company whose contributions to 
its industry have been recognized as 
outstanding. .. Whose growth has been 
steady and uniform . .. Whose size is 
sufficiently large to assure confidence 
and prestige . . . Whose management, 
nevertheless, has never lost the common 
touch with agent and policyholder... 
and whose reputation as a friendly com- 


pany has been consistently upheld. ... 


Fidelity is such a company. It operates 
with general agencies in thirty-six states. 
It has been “Faithfully serving insurers 
since 1878”. 


DELITY MUTUAL LIFE 


INSURANCE COMPANY 
PHILADELPHIA 


E. A. Roberts, President 
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